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INSULITE CUP 
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THIS beautiful new interior finish, with rich 
textured surface in buff and oyster white, will 
give every room modern beauty plus extra 
insulation. It’s not only decorative, but practical 
and durable. Resists scuffing and rubbing... 
cleans easily, paints easily. 


NEW IMPROVED METHOD OF APPLICATION 


Ingenious new INSULITE Clip helps assure 

easy, accurate, economical application. Joint 
and Clip combine to produce an accurately 
aligned, level ceiling or wall surface. Long 
nailing slot in Clip accommodates practical 
variation in position of nailing member—makes 
nailing easier, faster. 


APPLIED JOB STAYS RIGID AND LEVEL 


Close tight inter-locking joint stays trim and 
neat—panels stay rigid and level. Your cus- 
tomers get finished jobs that build new business 
and a reputation for perfection... and YOU 
get repeat business! 


WeuiLps ViNSULATES a 


INSULITE DIVISION 
PAPER 
MINNEAPOLIS 2, MINNESOTA 





COMPANY 


MINNESOTA AND ONTARIO 












MANY USES — MANY VARIATIONS 
Ideal for restaurants, taverns, lounges, stores, 
display rooms, and home construction. This 
product now readily available in variety of widths 
and lengths for interesting pattern arrangement. 


WRITE FOR DETAILED INFORMATION 


LAY P| | 
“Insulite’’ is a registered R 5-9 . 


trade mark, U.S. Pat. Off, 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry, 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


ene: week Sy American Lumoerman, inc.— 
eo 3, il. Enmteree seoond-ciass matter Oct. 2, 1946 at the Post 
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WESTERN PINE SESSION 


Manager S. V. Fullaway, Jr. says 
1949 output is near record 


DEMAND for Western Pine 
products during 1949 will exceed 
six billion board feet or 10 percent 
under the record demand of last 
year, S. V. Fullaway, Jr., secretary- 
manager of the Western Pine Asso- 
ciation, estimated at the associa- 
tion’s two-day semi-annual meeting 
in the Multnomah Hotel, Portland, 
Ore., early this month. 

This output, he added, will top 
any year in the history of the in- 
dustry excepting 1941, 1942, 1947 
and 1948. The end of the sellers’ 
market and the industry’s excellent 
production record have combined 
to bring opportunities for customer 
service, product improvement, ag- 
gressive salesmanship, operating 
efficiency and better timber utiliza- 
tion, Fullaway declared. 

W. E. Griffee, assistant to Fulla- 
way, who also addressed lumber- 
men from 11 western states, said 
that while there has been a slow 
but steady decline in index prices 
since early last fall, the Western 











Pine industry in the second quarter 
of this year actually shipped a little 
more lumber than in any previous 
quarter during or after the war. 
He said that total mill stocks, at 
the end of June, were up 665 mil- 
lion feet over a year ago, but were 
not out of line with shipments. 


HOUSING UNITS UP 
25% SINCE 1940 


Over 70°%/, is new construction, 
says Producers’ Council report 


THE supply of housing in U. S. 
cities and towns has increased al- 
most one-fourth since 1940, accord- 
ing to Charles M. Mortensen, ex- 
ecutive secretary of the Producers’ 
Council, national organization of 
building products manufacturers. 

“The increase in housing is sub- 
stantially greater than the rise in 
urban population, which has gone 
up only about one-fifth in the same 
period,” Mr. Mortensen said. “The 
usable housing supply today ex- 
ceeds 36.8 million units and is about 
7.1 million units greater than it 
was in 1940. More than 70 percent 
of the additional housing consists 

















of new construction. The remainder 
has come from remodeling of ex- 
isting structures to create addi- 
tional dwelling units.” 


LUMBER STOCKS DOWN 


Retail yards report June bins 
not so full; sales up 7.7% 


WITH the exception of the East 
South Central region, all areas of 
the Nation indicated decreases in 
lumber stocks in June as compared 
with May of this year, according 
to a national survey of retail lum- 
ber stocks and sales as reported by 
the National Retail Lumber Deal- 
ers Association. Total retail lum- 
ber stocks were estimated at 4,773 
million board feet at the end of 
June, 1949. 

Largest decline was in the New 
England region (7.8 percent) ; 
South Atlantic region (4.1 per- 
cent) and the Pacific region (2.7 
percent). 

June sales of all reporting re- 
gions were 7.7 percent above May, 
1949, but 13.7 percent below sales 
in June, 1948. Lumber sales were 
on the increase in most regions. 





SURVEY OF RETAIL LUMBER STOCKS AND SALES 





- New 
Eng- . 
land 

Number of Yards Reporting 77 
SALES (REPORTING YARDS ONLY) 
% Change—From May, 1949.......... + 4.7 
From June, 1948.......... —19.4 
STOCKS (END OF MONTH) 
% Change in Computed Total stocks— 
ee 8, eee — 78 
From June 30, 1948................. + 0.4 
From Bee, SU. 0900... - occa lesece — 1.5 
COMPUTED TOTAL STOCKS 
(End of Month) 
December, 1940 ............... 264 
December, 1946 ....................-. 214 
December, 1947 .................000. 272 
i  —_ Se tee ers 259 
Mocenmiome, POOR... oo. ccc ccccceccees 257 
NN Ta 282 
cant. SeRISREer eee res: 260 


JUNE, 1949 

.. East West East West 

Middle North North South South South 
Atlantic Central Central Atlantic Central Central Mountain Pacific Total 
86 171 667 57 21 46 178 191 1,494 
+03 +94 +4177 +93 —-90 —17 +89 444 4727 
—26.9 —12.1 — 7.3 —10.8 —19.2 —13.4 —16.4 —12.8 —13.7 
— 0.8 — 2.2 — 0.8 — 4.1 + 1.2 — 1.0 — I.l — 2.7 — 19 
— 43 — 43 + 9.9 + 5.5 + 3.7 + 2.9 + 3.4 — 2.8. + 1.0 
—36.3 —33.6 +20.2 —48.0 —61.2 —12.1 —17.9 —21.9 —21.7 

(Million Board Feet) 

1,120 1,461 993 408 219 564 224 842 6,095 
478 755 413 157 72 324 84 488 2,985 
646 976 865 193 75 463 156 608 4,254 
746 1,014 1,086 201 82 482 178 677 4,725 
725 1,025 996 209 78 511 184 654 4,639 
720 992 1,204 221 84 501 186 676 4,866 
714 970 1,194 212 85 496 184 658 4,773 


Description of regions: New England (Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, Connecticut); Middle Atlantic (New 
York, Pennsylvania, New Jersey); East North Central (Ohio, Indiana, Illinois, Michigan, Wisconsin); West North Central (Minnesota, 
lowa, Missouri, North Dakota, South Dakota, Nebraska, Kansas); South Atlantic (Delaware, Maryland, West Virginia to Florida); East 
South Central (Kentucky, Tennessee, Alabama, Mississippi); West South Central (Arkansas, Louisiana, Oklahoma, Texas); Mountain 
(Montana, Idaho, Wyoming, Colorado, New Mexico, Arizona, Utah, Nevada); Pacific (Washington, Oregon, California).—National Retail 
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Lumber Dealers Association, Washington, D. C. 











““VENTO 
STEEL WINDOWS 


Bunpsas and home owners both 
appreciate VENTO quality. It’s a line 
of steel casement windows that will 
bring you satisfied customers ... and 
business-building prestige . .. for the 
years to come. 


THE BUILDER likes 
to buy windows that 
are completely 
assembled, ready to 
install . . . that are 

r sturdily constructed 
of heavy section steel to stand rigidly 
in position during construction, and 
finally operate smoothly. 
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THE HOME OWNER | 
likes the moderate 
price and enduring 
beauty of VENTO 
Windows .. . less 
costly than wood 
construction, better in quality than most 
steel windows. Fine quality workman- 
ship down to the smallest detail has 
real significance to the man making a 
“life-time” decision. 
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Other VENTO features are: heavier 
construction than other steel windows 
of comparable price; electrically welded 
throughout; easily installed screening 
or storm sash; roto hardware, and 
locking device. 


Write for 
price list 
and 

catalog 
today ! 


VENTO STEEL PRODUCTS CORP. 







249 COLORADO AVENUE 
BUFFALO 15, N. Y 
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The largest increases were in the 
South Atlantic region (9.3 per- 
cent); the East North Central re- 
gion (9.4 percent) and the West 
North Central region (17.7 per- 
cent). 

Lumber sales were on the de- 
cline in the West South Central 
region (1.7 percent) and the East 
South Central region (9.0 percent). 


BUILDING INDUSTRY 
MIDWAY ADJUSTMENT 


Dodge Corp. chief summarizes 
outlook in construction field 


AN analysis of trends in the 
construction industry since V-J 
Day indicates that building now is 
somewhere near midpoint of the 
postwar adjustment phase, Thomas 
S. Holden, president of F. W. 
Dodge Corporation, states in a 
forthcoming issue of Architectural 
Record. 

With the filling of building ma- 
terials supply pipe lines and pass- 
age of the price peaks in different 
lines of agriculture, raw material 
extraction and industry generally, 
Mr. Holden observes, it is conve- 
nient to consider September 1948, 
when the all-commodity index of 
wholesale prices turned down, as 
the date when the adjustment 
phase of postwar recovery suc- 
ceeded the backlog and shortage 
phase. 

Characteristic of the present 
market adjustment phase, Mr. Hol- 
den states, have been the disap- 
pearance of acute shortages, gray 
markets and order backlogs, with 
the return of competition, down- 
ward price movements, and tempo- 
rary cutbacks or postponements of 
expansion programs of industry. 

This general adjustment move- 
ment, Mr. Holden points out, has 
been reflected in a reduction of the 
physical volume of production, 
slight decline in department store 
sales, a significant drop in whole- 
sale commodity index, decline in 
employment, and decline in both 
the dollar volume and physical vol- 
ume of construction contracted for. 


FURTHER PRICE CUTS EXPECTED 


Mr. Holden declares that the ad- 
justment is incomplete because the 
public expects further price cuts, 
jobbers and dealers are buying on 
a hand-to-mouth basis in anticipa- 
tion of further price cuts, business 
and industry have doubts about 
Congress action on taxation, pro- 


August 27, 1949, AMERICAN LUMBERMAN & 


posed welfare legislation and yoy- 
ernment spending. 

“Odds favor continuance of ad- 
justment in a mild orderly manner 
until an adequate basis for busi- 
ness upturn is reached,” Mr. Hol- 
den writes. “Adjustment has made 
much progress already without de- 
veloping any panic psychology. 

“Market adjustment is a prepa- 
ration for resumption of postwar 
recovery on an everwidening front, 
The natural peacetime course of a 
dynamic society like ours, where 
adjustments have been corrected, 
is economic expansion.” 

POTENTIAL EXPANSION FACTORS 

“Potential expansion factors in 
the American economy are very 
great, perhaps greater than ever 
before,” according to the Dodge 
executive. “They include our grow- 
ing population, our position of 
world leadership, our high pro- 
ductivity, our tremendous volume 
of liquid savings, our habits of 
ready adaptation to change, our 
high competence in business and 
industrial management and con- 
struction techniques, and the en- 
ergy and resourcefulness of our 
people.” 

With respect to construction de- 
mands of the 1950’s, based on the 
assumption that there will be a 
predominantly favorable economic 
and political climate, Mr. Holden 
foresees increases in commercial, 
industrial, school, hospital, public, 
religious, social and recreational 
building. 

Heavy engineering construction, 
public and private, is likely to in- 
crease continuously to keep pace 
with needs for expanded com- 
munity facilities, power, traffic, 
transportation needs and the like. 
Large backlogs of planned projects 
exist now, he states. 


RESIDENTIAL BUILDING OUTLOOK 

“Residential building,’ Mr. Hol- 
den observes, “should continue rela- 
tively high, probably less than the 
1948 volume, during the next sev- 
eral years. Acute shortages have 
been met, the rate of new family 
formations has fallen considerably 
from the 1947 peak and is likely 
to continue during the Fifties at 
a lower rate than in the war and 
postwar years. The low birth rate 
of the Thirties results in fewer 
people of marriageable age in the 
Fifties. 

“Rental housing currently lags 
behind, particularly in larger cities, 
indicating need for increased build- 
ing of apartment houses, perhaps 
a combination of public housing, 
cooperative housing and investment 
housing. With prosperity, new 
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THE BOSTWICK 


100 HEATON AVE. 
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Here You Have 


SPECIAL SELLING FEATURE 
In Two Bostwick Products 


® Bostwick Economy Diamond Mesh Metal 
Lath has 3300 or more openings per sheet than 
ordinary diamond metal lath. Truss-Wing 
Corner Bead is the ONLY standard bead with 
corrugations in the wings. You have extra fea- 
tures in two products that benefit the contractors, 


thus making more sales and profits for you. 


BOSTWICK ECONOMY DIAMOND 


Bostwick has been selling diamond mesh lath for over half 
a century. Architects and contractors recognize that what 
Bostwick makes is acceptable and often preferred. It’s easy 
to figure yardage because it is packed 10 sheets per bundle 
(20 yards) or 2 yards per sheet. Careful storage, handling, 


and shipping gets the lath to you in excellent condition. 





Bosturick 


Ce] iron, hanger wire, tie wire, 
| cornerite, wall ties, wall 
plugs, metal arches, mortar 

- < boxes. 


STEEL LAT 





— 


TRUSS-WING CORNER BEAD 


Here are special construction features found ONLY in 
Bostwick Truss-Wing Corner Bead. The ‘’B-B" perforations 
are located near the throat to provide plaster-key near the 
nose. When snipped, perforations permit a natural curve 
for arch work. Corrugations along the wing assure rigidity 
and straightness. 


PROMPT REPLY 


Write today for prices and literature on any or all Bostwick 
products We will reply immediately. 


—Besturick— 
PRODUCTS 
All types of metal lath, 


standard and expanded cor- 
ner bead, cold rolled channel 
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Above: Moto-Truc Telescopic Hi-Lift 
Truck lifting a 2,500 Ib. load by push 
button in end of handle, for a frac- 
tion of a cent. 


Right: Insulation board handled from 
loading dock to storage pile by one 
man at amazingly little power cost. 


Photos courtesy of Lumber 
mei Supply Co., Liberty- 
ille ; 


MOTORIZED 
BATTERY OPERATED 


WALKIE TRUCK 4 


MOTO-TRUC TELESCOPIC HI-LIFT TRUCKS HANDLE 
LOADS IN SMALLER SPACES, AT SMALL POWER COST. 


MOTO-TRUCS SAVE FLOOR SPACE, leave 
more space for storage, because they 
operate in narrower aisles. 


MOTO-TRUCS USE LITTLE POWER. They will 
operate a full 8-hr. day, at a recharging 
cost of only 12c. 


MOTO-TRUCS ARE EASY TO CONTROL. You 
get two speeds forward and two speeds 
reverse by a turn of the wrist on easy 
grip roller type handle. Push buttons in 


the ends of handle control hydraulic lift. 


MOTO-TRUCS HAVE A PATENTED ARTICU- 
LATING HINGED SPRING UNIT which holds 
drive wheel down for better traction. 


MOTO-TRUCS ARE SAFE. Dead man con- 
trols and other safety features give real 
protection to both operator and load. 


Read all about the MOTO-TRUC. Write 
for BULLETIN NO. 49. 











/Phe MOTO-TRUE Co. 


I19VGS3 E.S 
CLEVELAND 3, OHNO. 


ORIGINATORS OF 
MOTORIZED HAND TRUCHS 


$9 th Street 











NEWS a«¢ TRENDS 


building to replace sub-standard 
housing is likely to increase, but 
not at rates indicated in propa- 
ganda estimates of recent years, 
Single-family houses built to order 
for Owners’ occupancy are likely 
to increase in proportion to na- 
tional prosperity.” 


CLAY PRODUCTS 


Slight cut in brick production 
noted; overall output up 8!/,% 
PRODUCTION of brick and tile 
during the first six months of this 
year continued at or near postwar 
record levels, it was reported by 
W. J. Goodwin, Jr., president of 
the Structural Clay Products In- 
stitute. 

“Structural clay tile production 
increased by 81% percent over the 
first six months of 1948,” Mr. 
Goodwin said, “reaching the post- 
war record high of 657,000 tons. 
Last year’s output for the first six 
months totaled only 600,000 tons. 


| This reflects the emphasis in pres- 


ent construction on large institu- 
tional, industrial and commercial 
building, which increases demand 
for facing tile and structural clay 
backup tile. 

“Output of brick during the first 
half of 1949 was three percent 
lower than in the same period of 
1948. Two billion, 499 million brick 
were made, compared with two bil- 
lion, 557 million brick last year. 
This decline reflects the dip in this 
year’s construction of homes, but 
total brick production still exceeds 
that of the first six months in 1946 
and 1947.” 


HOUSING ACT OF 1949 


State offices listed where 
farm provisions administered 
ADMINISTRATION of the 
Housing Act of 1949 as it pertains 
to Farm Housing (Title V) will 
be in the hands of the Farmers 
Home Administration. Below are 
the addresses of the state head- 
quarters of this federal agency. 
Alabama, Farm Security Build- 
ing, Montgomery 4; Arkansas, 
Waldon Building, 7th and Main 
Sts., Little Rock; California (Nev. 
& Hawaii), 30 Van Ness Ave., San 
Francisco 2; Colorado, 950 Broad- 
way, Denver 3; Florida, 300 W. 


| University Ave., Gainesville; 


Georgia, Rm. 604 Atlanta National 
Building, Atlanta; Illinois, 14 Fed- 
eral Building, Champaign; Indiana, 


' 212 Federal Building, Lafayette; 
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(U. S. Patent Pending) 


For curved walls and ceilings, paneling, 
column covering, partitions, displays 


Introducing SUPERFLEX— the remarkable new flexible plywood 
that presents almost unlimited design possibilities for curved 
and flat surfaces. Now manufactured under license in the 
United States. , 


INGENIOUS CONSTRUCTION! Layers of veneer combined with Veneered side can be bent Ribbed side may be used 


y : either way—to practically as finish for unusual decor- 
ribs of solid lumber assure structural strength. any ire duticed toe die dim. teats Gls 


VERSATILE! May be used with either side out. So flexible it can smooth surface. way, full 360°. 
be bent up to 360° without risk of breaking! Unequalled for 
curved surfaces. 


ECONOMICAL! Saves up to 50% in time and labor over other 
materials used for same purposes. 


———-—— MAIL COUPON NOW! ————-—- 


i 
SUPERFLEX PLYWOOD CORP., Dept. C-4 
120 Wall St., New York 5, N. Y. 

RUSH full information on Superfiex Flexible 
Plywood. Send details of Distributor franchise. 


EASY TO INSTALL! Requires only simple furring for paneling 
f curved walls or columns. 


STANDARD SIZES: 4 x 8 ft. panels in 4”, 14” and 34” thick- 


nesses. Available in birch, oak, mahogany and walnut veneers. 3 
ame 


Get all the facts now/ See for yourself the tremendous possibilities 
hat SUPERFLEX offers. Territories open for qualified distributors. 


SUPERFLEX PLYWOOD CORPORATION 


120 WALL STREET, NEW YORK 5, NEW YORK 


Company 


Address 
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Iowa, 307 Old Federal Building, 
Des Moines 9; Kansas, Room 459, 
New England Building, Fifth and 
Kansas Ave., Topeka. 

Kentucky, 231 West Maxwell St., 
Lexington 29; Louisiana, P. O. Box 
587, Alexandria; Maine, 31 Central 
St., Bangor; Maryland (Del.), Fed- 
eral Land Bank Bldg., St. Paul & 
24th Sts., Baltimore 18; Massachu- 
setts (Conn., N. H., R. I. & Vt.), 
2003 Federal Bldg., Boston 9; 
Michigan, 304 Evergreen Ave., 
East Lansing; Minnesota, 113 Fed- 
eral Courts Bldg., St. Paul 2; Mis- 
sissippi, Masonic Temple Bldg., 


Jackson; Missouri, 21 N. 10th St., 
Columbia; Montana, Box 754, Boze- 
man; Nebraska, 1220 N St., LinccIn 
8; New Jersey, Rm. 205 Post Office 
Bldg., 402 E. State St., Trenton. 
New Mexico (Ariz.), 809 W. Ti- 
jeras Ave., Albuquerque; New 
York, 701 1st National Bank Bldg., 
Ithaca; North Carolina, Raleigh 
Bldg., 5 W. Hargett St., Raleigh; 
North Dakota, Federal Bldg., 3rd 
& Broadway, Bismarck; Ohio, Rm. 
317, Old Post Office Bldg., Colum- 
bus 15; Oklahoma, Rm. 404 Fed- 
eral Bldg., Oklahoma City; Oregon 
(Wash. & Alaska), Bldg. 1, Swan 










MIXED CARS : 


* PONDEROSA PINE 4 
* FIR and LARCH 


DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consult us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying. Reliable grades. 





* 
w Fo 


ie 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


Alexander-Yawkey Lumber Co. 


tia 1118 8 eee) acre), 


Member Western Pine Association 
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Member Ponderosa Pine Woodwork 


Island, Portland 5; Pennsylvania, 
118 Locust St., Harrisburg; South 
Carolina, Federal Land Bank Blig., 
1401 Hampton St., Columbia 1; 
South Dakota, Wilson Terminai 
Bldg., 8th & Reid St., Sioux Falls: 
Tennessee, 104 21st Ave., S. Nash- 
ville 4; Texas, 405 U. S. Terminal 
Annex, Dallas 2; Utah (Idaho), 
Box 2660, Ft. Douglas, Salt Luke 
City; Virginia, 900 N. Lombardy 
St., Richmond; W. Virginia, 231 
Chestnut St., Morgantown; Wis- 
consin, 2028 Atwood Ave., P.O. Box 
3128, Madison 4; Wyoming, P.O. 
Box 820, Casper. 


HARDWOOD CONVENTION 


ADVANCE reservations indicate 
that at least 1,000 members and 
guests of the National Hardwood 
Lumber Association will attend the 
52nd annual convention at Hotel 
Sherman, Chicago, Sept. 26-29. 


LUMBER RECAP 


Figures reflect return to normal— 
stocks rise as production falls 


FIGURES accumulated by the 
Department of Commerce on pro- 
duction, stocks and orders in the 
lumber industry show a decided 
cutback in demand compared to 
1948. At the same time, indica- 
tions are 1949 production and sales 
will run far ahead of 1939, gen- 
erally conceded to be a good pre- 
war year. 

“Production of lumber, of ply- 
wood, and of allied products such 
as millwork and hardwood flooring 
has in general been cut back ma- 
terially during the 4 or 5 months 
of 1949 for which figures on these 
items are available, as compared 
with the corresponding months of 
1948. Despite reduced production, 
stocks at producer levels generally 
have risen, unfilled order files have 
declined, and, as a result, substan- 
tially higher proportions of exist- 
ing stocks are not covered by orders 
than was the case a year ago. Off- 
setting this gloomy picture is evi- 
dence that these conditions prob- 
ably more nearly reflect a return 
to normal relationships than they 
do of falling into a depressed con- 
dition. 

“There seems to be a strong im- 
pression among many members of 
the lumber, plywood and allied prod- 
ucts industries. that they are either 
already in, or at least are facing 
sub-normal conditions. Current 
lumber production levels, through 
May however, if continued through- 
out the year, would result in total 
1949 production of nearly 31 bil- 
lion board feet; this would still be 
nearly 24 percent above the pro- 
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100% PURE LINSEED OIL 


* Lower government support prices on 
flaxseed means lower prices on Pol-mer-ik 
Linseed Oil. 

At the same time retailers are now aver- 
aging 3314% gross profit on selling prices 
at this lower level. Sales are increasing, 
turnover has speeded up, and volume is 
greater. The fine quality of Supertreated 
Pol-mer-ik, America’s best known and 
fastest selling Linseed Oil, is being strictly 
maintained. 
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ARCHER-DANIELS-MIDLAND co. 


683 Roanoke Building 
Minneapolis, Minnesota 


Please send me the latest information on Pol-mer-ik 
Linseed Oil. 
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duction figure for 1939, a year 
when the industry thought business 
was rather satisfactory. It is con- 
ceded that new economic levels have 
been established in the postwar 
period, and that population in- 
creases have created a potential de- 
mand for lumber and allied prod- 
ucts in excess of that experienced 
in 1939, but it is believed that this 
change has not been sufficient to 
support a production level as high 
as that of 1948. However, a sub- 
stantial resurgence of domestic con- 
. struction or an increased tempo of 
export demand to meet the still 
unsatisfied needs for European re- 


construction might level off total 
demand at a point considerably 
above our present rate of produc- 
tion. 


“Retail lumber stocks, in the na- 
tional aggregate, increased by less 
than 5 percent during the lst quar- 
ter 1949. In general, a ‘wait and 
see’ policy apparently prevails. The 
following summary from a West- 
ern Field Office in early June is be- 
lieved to summarize the picture: 
‘The lumber market is now on a 
very competitive basis. Wholesalers 
and retailers are extremely cau- 
tious in their buying and inventory 
policies. At retail, prices are off 






































( KILN DRIED ) 


Fir and Hi-Hemlock Dimension 


End-Matched Drop Siding, 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 


Mouldings, Trim, Boards 


- 












duction. 


» Quality Products fiom 3 Modern Mills 


Well-manufactured from logs from our own tree 
farms. Standard West Coast Lumber Bureau Grades. 
Our fine assortment of West Coast species will sat- 
isfy your most particular customer. Our end-matched 
stock is a real cost-cutter. Try us on your next order 
—straight cars—mixed cars. 700, 


ft. daily pro- 





WILLAMETTE VALLEY LUMBER CO. 





DALLAS, 


14 


OREGON 


varying amounts, depending quite 
a bit on the size of the order; large 
orders from contractors are often 
taken at sizable discounts, while 
small purchases made by consum- 
ers are at approximately the same 
price level as 5 months ago. Fast 
turnover of inventory is the rule. 
Sales are good and sales potential 
is increased by having stock on 
hand, so retailers are really striv- 
ing hard to carry enough to take 
the business but still avoid being 
overstocked.’ 


“Lumber prices, according to 
BLS wholesale price indexes have 
declined by 10.7 percent from their 
August 1948 high through May 
1949, as compared with declines 
of 4.7 percent for all building ma- 
terials (including lumber) and 8.1 
percent for all commodities.” 


COOPERATION URGED 


Maple Flooring head speaks on 
dealer-manufacturer welfare 


IMPORTANCE of mutual coop- 
eration between the building prod- 
ucts merchant and the manufac- 
turers of hardwood flooring was 
emphasized at the mid-summer 
meeting of the Maple Flooring 
Manufacturers Association at the 
Plankinton Hotel, Milwaukee, Wis., 
Aug. 5. 


Although W. C. Abendroth, Reed 
City, Mich., association president, 
was unable to attend the meeting, 
his address was read to a repre- 
sentative group of northern hard- 
wood flooring manufacturers from 
Michigan, Wisconsin, New York, 
Ohio and Illinois. 

“The development of a new 
sales policy will not follow any 
fixed pattern,” declared Mr. Abend- 
roth. “Each manufacturer will be 
obliged to solve his selling prob- 
lems in his own way. Two ques- 
tions always come to mind: Are 
we doing a job in helping the deal- 
ers sell our product? Are the deal- 
ers, in turn, cooperating with the 


manufacturers in selling the build- 


ing on the value of Northern hard- 
wood flooring?” 

Mr. Abendroth urged manufac- 
turers to set up attractive displays 
in dealer offices; assist in news- 
paper advertising; analyze the buy- 
ing habits of the buyers in. their 
territories. Dealers, on the other 
hand, were urged to send out spe- 
cial sales letters on the subject of 
Northern hardwood flooring; re- 
fuse to sell inferior flooring when 
Northern Hard Maple is called for 
and strive for customer satisfac- 
tion leading to repeat business. 


August 27, 1949, AMERICAN LUMBERMAN © 











Set uf 
full a 


appea 
mode 
Alum 
alum: 
perm 
gutte 
into 1 
you s 
make 
you : 
Reyn 
Divis 





uite 


irge 
‘ten 
hile 
um- 
ime 
‘ast 
ule, 
tial 

on 
riv- 
ake 
ing 


to 


eir 
lay 
1es 
na- 
8.1 


on 


)p- 
d- 





4 


REYNOLDS 
REFLECTIVE INSULATION. 
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Set up an Aluminum Department and get the a S 

full advantage of aluminum’s bright sales 

appeal. The mass display shows how big aluminum is in bal 
modern building. And each product helps sell the other. 1 ; ~— 


Aluminum insulation sells the heat-reflectivity of all . a2. — 
aluminum roofing and siding. Gutters sell rustproof : : ‘Hate: 
permanence...and at about half the price of other rustproof a ” : 


gutters. Windows show the top engineering that goes — 
into the whole line. And all your accessories are there... 








you sell complete installations. Let this “aluminum corner” Exclusive Stipple-Embossed: 
make money for you...our representative will glady help Corrugated, 5-V Crimp, Snap-Seal 
you setitup. - Roofing, Weatherboard Siding 
. — 

eynolds Metals Company, Building Products O. G. and Half-Round: 





Division, Louisville 1, Ky., offices in 32 principal cities. 
Gutters and Downspouts 
Reflective Insulation * Built-Up Roofing 
Windows ° __ Industrial Corrugated 
Alumi-Drome + Architectural Shapes 


























REYNOLDS ALUMINUM Nails * Flashing » Complete Accessories 
RESIDENTIAL CASEMENT, 
FIXED AND PICTURE WINDOWS 
Four superior engineering features: ee sgn cahbmaaimmaaalamaa taal canines "7 
mechanical joints, extra-deep mun- | Reynolds Metals Company, | 
tins, full range of mullion angles, Building Products Division, 
wide-opening extension hinges. 98 | 2002 South Ninth St., Louisville I, Ky. | 
types and sizes, for any type con- | Tell me more about your Aluminum Depart- | 
struction. Send for 16-page book. : ment set-up. . 
| My Jobber’s name is | 
iF YOU SEE RUST 
YOU KNOW IT'S NOT | | 
ALUMINUM | Graveney _ REYNOLDS My name - | 
Lifetime ALUMINUM Rie | 
WORLD'S LARGEST PRODUCER OF ALUMINUM BUILDING PRODUCTS ati] BUILDING PRODUCTS i... 
19 
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WEATHER-LOK UNITS 
peeeeieieien > CUT COSTS 


FOR YOU—YOUR CUSTOMER 














The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. » « Made of kiln-dried Ponderosa pine. 


. . » Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. . » Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 


tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


SPOQORKRANMN E___ 
HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. “TREAS. 





For Full Information Wire or Write 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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“Letter from the Editor" 
July 15, 1949 





President Harry S. Truman 
White House 
Washington, D. C. 


Dear Mr. President: 


As the leader of our people you undertook in your 
July 13th address to explain our economic status in 
“simple and practical terms.” 


Quoting from your talk, you said: 


“Forty years ago, the national income—the 
total of all the income received by all the people 
in the United States—was in the neighborhood 
of 30 billion dollars. Today, the national income 
is well over 200 billion dollars. It has increased 
more than 10 times as fast as the population. 


“These figures are a measure of our rising 
standard of living—our increasing freedom from 
toil and poverty.” 


Isn’t it a fact, Mr. President, that today’s dollar 
will buy less than 38% of what the dollar of 40 years 
ago would buy, and that instead of our standard of 
living expanding ten times as fast as our population, 
in reality it has expanded just about twice as fast? 


The real facts are: 


Population expansion ........... 65% 
Standard of living expansion..... 150% 
Cost of Government expansion. .4000% 


Do you not think you should put the people right 
on the truth of the matter? 


When you do so wouldn’t it be a good idea to point 
out once and for all time: 

That dollar income has meaning only in terms 
of what the dollar will buy; 

That what the dollar will buy is 100% dependent 
on what we produce for the income we get; 

That the first, second, third, fourth or fifth 
round of wage increases have meaning only as 
we produce more for less cost and to the extent 
we do so, and 


That if everyone employed struck for higher 
wages and won the strike—unless we produced 
more we wouldn’t be one whit better off—no mat- 
ter where the dollar income went. 


The simple fact that a people cannot have more 
than the people produce—brought home to our people 
—will do more to reverse the trend to depression than 
a whole series of economic reports to the nation. 

Your ambition to give the people the simple ele- 
mental facts about economics is wonderful—if you'll 
only do it. 

Respectfully yours, 


Art Hood, Editor 
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WASHINGTON 





MINIMUM WAGE: The Lucas Bill, setting a 75- 
cent hourly minimum, has been passed by the 
House, If you want to be technical, it's still officially 
the Lesinski Bill (H. R. 5856); although everything 
in the original Lesinski version, following the enact- 
ing clause, is out, and the Lucas text has been sub- 
stituted. Beyond reporting out its own bill, the 
Senate has taken no action; will do so after the 
appropriations are passed. 


THE LESINSKI BILL, as originally drafted, had 
Administration support but was opposed by retail- 
ers. It would have tagged many ‘more retail em- 
ployes as “engaged in production for interstate 
commerce,’ who are actually not so engaged. It 
would have brought many more retailers under the 
burden of special records, reports and inspections. 
Exact figures are not available; but apparently 
most lumber retailers pay at least the new mini- 
mum, anyway. 


THE HOUSE BILL, as finally voted contains a 
good many definitions and provisions for which 
this industry has been asking. But because the 
Senate hasn't taken action, and because a hard 
fight will be made there to expand the minimum 
wage coverage, it isn’t useful to outline the Act 
in detail. It's quite sure to be changed in confer- 
ence. The House bill took a million workers out 
from under the law. Labor doesn't like this. 


THE PRESENT FORMULAS, it may be said in 
passing define a local retail establishment as one 
doing half its business within the State where it is 
located, provided that three-fourths of its sales 
are to final customers and not for resale. And re- 
sale, as defined in the Act, “. . shall not include 
the sale of goods to be used in residential or farm 
building construction, repair, or maintenance.” 


NATIONAL HOUSING ACT: Question about this 
legislation suggest adding another comment or 
two. Note that the law intended chiefly to aid low- 
income families, in towns and cities, to get ade- 
qucte living quarters that they can afford. Slum 
clearance, housing aid to low-income farmers, and 
housing research are included in the Act; but 
they're clearly considered as secondary in impor- 
tance to public housing. 


PUBLIC HOUSING is to be financed by private 
investment, it says here. Well, Congress pledges 
subsidies up to $308,000,000 a year and with that 
pledge in the kitty local housing authorities are 
supposed to be able to sell their bonds to private 
investors, with few if any permanent Federal loans 
needed. A lot of men in this industry who want 
the poor adequately housed would hardly call that 
kind of plan “private investment.” 
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PROGRAM MAGNITUDE: Since 1937 approxi- 
mately 170,000 housing units have been produced 
under the United States Housing Act. Compare this 
with the proposed 810,000 units in six years, under 
the National Housing Act. Construction costs of the 
earlier program, since ‘37, amounted to less than 
$800,000,000. According to government estimates, 
the construction costs of the new program can 
amount to $6,800,000,000. And that's not all. 


SUBSIDIES: The largest sum paid out in Federal 
subsidies in one year, under the earlier program, 
was less than $9,000,000. Compare this with the 
permitted maximum of $308,000,000 a year, under 
the new program; or, to be fair, compare it with 
the government estimate that the actual sum 
needed will not be more than $238,000,000. The 
size of these figures lead the industry to stand in 
its shoes and to wonder. 


“FANNIE MAY”: The industry is having a few 
jitters about the Federal National Mortgage Asso- 
ciation, whose initials give this popular nickname. 
It's a subsidiary of the RFC; and, as you know, 
it buys up those four-percent mortgages insured 
by the FHA. Banks issue the mortgages and, when 
they need more money to make more loans, they 


sell the earlier plasters to Fannie May; at the rate 
of about $50,000,000 a week. 


HOUSING FINANCE, big enough and flexible 
enough to do the current job, is important to this 
industry; and leaders have reluctantly made their 
approval marks on the temporary expansion of 
FNMA. But figures of this size, in an industry-gov- 
ernmental partnership, are sure to give some en- 
ergetic people the big idea of nationalization. The 
fellow who holds the money bag thinks he ought 
to drive. Hence the chills about Fannie May. 


URBAN HOUSING STARTS, according to govern- 
ment reports, for the first five months of ‘49, are 
slightly below the figures for the corresponding 
period of last year. But the industry isn't scared; 
since this year’s curve is going up, while at the 
same date last year it was drifting down. President 
Holden, of the F. W. Dodge Corporation, thinks we 
may not quite equal the 1948 record either this 
year or during several years to come. 


ACUTE HOUSING SHORTAGES, Holden says, 
have been met; and the “formulation of new fam- 
ilies’ is at slightly lower rate. No square corners, 
you understand; just a couple of mild statistical 
variants. The F. W. Dodge chief says that rental 
housing in large cities is still below actual needs; 
calling, so she’s inclined to think, for a combination 
of public housing, cooperative housing, and in- 
vestment housing. Anyway there’s a big market. 
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Buyer Preference for Appalachian Hardwoods cover et 
The 
is based on their excellent natural qualities—soft texture, easy workability and beautiful age 
raining. ; 
_—e the dit 
The leading Appalachian firms on this page are prepared to supply you with fine quality off te: 
precision manufactured Appalachian Hardwoods. Tell them what you need. depen 
what © 
. . ? oak ‘ Whe 
*Morrison, Gross & Co.......Erwin, W. Va. *Mowbray & Robinson Lbr. Co., Cincinnati, O. the p 
. : ee . Mills at mbs, Ky. ine, ° 
Lignasan-dipped West Virginia Hardwoods. Band Mill, Dry Complete Line “el pi eM BR EC and Oak terms. 
Kiln and Planing Mill. Flooring. a £00 
‘ produ 
*M. E. Crisp Lbr. Co.........Welch, W. Va. *P. W. Plumly Lumber Corp., Winchester, Va. pane 
West Virginia and Kentucky Appalachian Hardwoods, Oak, : Sigeeel 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other hard- a lg Seon Dee Mies aT i a Is OVE 
woods. All facilities. P duce 
on a | 
*J. P. Hamer Lbr. Co.......Kenova, W. Va. It | 
* i i Manufacturers : 
Cherry River Boom&Lbr.Co.,Richmond,W.Va. - financ 
Appalachian Hardwoods, Flooring, Planing Mill Products, build 
lued Dimension. 
A . after 
*Meadow River Lbr. Co.....Rainelle, W. Va. price 
*The Mower Lbr. Co.. we . Charleston, WwW. Va. Manufacturers of West Virginia Hardwood Products. N 
West Virginia Hardwoods, Air-dried, Kiln-dried. Rough or 
Surfaced. . 
Mills: Omar, Marmet, Cass, Colcord and Pettus, W. Va. *Wood-Mosaic Co., Inc.... _ . Louisville, Ky. Ye 
“Parkay’’ Ready-Finished Hardwood Flooring, Lumber, tion 
Veneers, Dimension. suste 
D. D. Brown.................Elkins, W. Va. your 
Mirs. Band d Circul Sawn West Virginia Appalachia 2 . tract 
"“Hardwoods—Kiln-Drying and Planing Mill Facilities. .*Grissom-Rakestraw Lbr. Co...Burnside, Ky. hive 
Established 1880. Manufacturers of Appalachian Hardwoods. ees 
“A Personalized Lumber Service’ IMsSp. 
the | 
J . * S¢ 
*Christian Lumber Co.......Monticello, Ky. *Griffith Lumber Co.....Huntington, W. Va. iets 
Appalachian Hardwoods Exclusively West Virginia, Kentucky and Virginia High Altitude effec 
hipping Point: Burnside, Kentucky Appalachian Hardwood Lumber. C 
OF. 
fide: 
J. B. Belcher & Son, Inc.....Bluefield, W. Va. *McCracken & McCall, Inc...Lexington, Ky. Q 
Mirs. of Appalachian Hardwood Lbr. Kiln and Planing Mill Satin Hard iii POPLAR BEVEL SIDING to} 
Facilities. 4 Band Mills: Atkins, Va.: Natural Bridge, Va.; PPSSeSen  Sarawee ‘ ‘ , 
“ Ronceverte, W. Va.; Bluefield, W. Va. Band Saw and Planing Mill at Flat Lick. Ky. (lik 
in 
: incinnati, Ohi Always Specif 
The M. B. Farrin Lbr. Co... .Cincinnati, Ohio ways opecity ies 
Kiln-Dried and Air-Dried Appalachian Hardwoods. ‘Century’ H : 
iln-Drie Died Spgateshien Bark Appalachian Hardwoods in 
0 
* Member Appalachian Hardwood Manufacturers, Inc. the 
I eee qu 
B 








Handling Price Competition 


Questions of price are in the hands of the salesman. Here 
are some suggestions for handling price problems successfully 


Part Il 


Quote the Price Tactfully 

There is always a right time to 
quote the price during a sale. 

It is sometimes between the pres- 
entation of your proposal and the 
try for the close. 

It is well to plant the price fairly 
early so that it may be a familiar 
thing, but not before some of the 
strongest sales points have been 
covered. 

The salesman rather than the 
buyer should decide when to quote 
the price. If your customer asks 
the direct question you can put him 
off temporarily by saying, “That 
depends,” — “Let me first tell you 
what I have in mind.” 

When you do quote, always break 
the price down into its simplest 
terms. If the price is under $60, 
a good plan is to say—“Why this 
product will only cost you ‘XX’ 
cents a day for ‘X’ number of 
days.” If the price of the product 
is over $60, it will materially’ re- 
duce price resistance if you quote 
on a monthly payment basis. 

It is always easier to reduce the 
financed price for cash than to 
build an installment payment deal 
after you have quoted the cash 
price. 


Make Your Physical Presentation 
Attractive 
Your selling tools and presenta- 
tion material are a vital part in 
sustaining a profitable price. If 
your literature, catalogues, con- 
tract forms, etc., are neat, attrac- 
tive, colorful and efficient they will 
inspire confidence in your price in 
the buyer’s mind 
Some salesmen even use their 
estimating guides and price lists 
effectively in presenting the price. 
Consumers usually have more con- 
fidence in a formally printed price. 
Quoting the price while the cus- 
tomer is handling the product— 
(lixe a shingle in a roof sale); or 
inspecting it in a display (like a 
kitchen cabinet) ; or actually using 
it as he ultimately will (like walk- 
Ing on a demonstration hardwood 


floor), is an effective. way to make 
the price stand up. 

‘lanufacturers’ guarantees and 
quility statements about their 
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products may also be used effec- 
tively to back up the price. Clever 
packaging and well displayed brand 
names are extremely helpful, too. 

A salesman who has a full equip- 
ment of helpful sales tools and in- 
struments has a better chance to 
make the price stand up. 


Sell the Attractiveness of Your 
Price 


In every instance when creative 
selling rather than simple order- 
taking is involved, it is necessary 
to make the benefits to the cus- 
tomer outweigh the price that is 
asked. You must justify the price 
in the buyer’s mind. 





A PLANNED presentation will hammer 
home the emotional satisfaction the buyer 
will receive. 


A planned presentation which 
will hammer home the physical and 
emotional satisfactions the buyer 
will receive with the purchase can 
mean success in holding the price 
line. 

The winning salesman will pre- 
pare a buyer’s “yard-stick” in 
which every important sales point 
is checked off item by item as it is 
made. You will use both positive 
and negative selling. You will pa- 
rade comfort, convenience, econ- 
omy, beauty, pride of ownership, 
monetary gain, contentment, ful- 
fillment, etc., in a glittering array 
of convicing proofs. 

On the other hand you will tact- 
fully sow the seeds of dissatisfac- 
tion, making such telling points as 
the worry, inconvenience, losses, 
ugliness and waste, etc., the buyer 
will suffer through failure to buy 
from you. 

You will point out the after-sale 
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services you will render and con- 
trast what the buyer might expect 
from a less conscientious and 
painstaking source. 

You should study every possible 
method of making the price a con- 
structive force in the sale instead 
of a drawback. Plant the price 
among the other benefits the cus- 
tomer is going to get out of the 
sale and make it the most attrac- 
tive benefit of all. 


Meet the “Cut” Price Head-On 


If your customer tells you he has 
a lower price than yours, he has 
one of three things in mind: (a) 
he really has a lower price but he 
wants to buy from you and is seek- 
ing reasons why he should pay you 
a higher price; (b) he is bluffing 
in attempt to chisel your profit; or 
(c) he is telling what to him is a 
white lie in order to see if you 
will weaken. 


It is important for you to spar 
until you determine the truth of 
the matter. Tactfully expressed 
unbelief on your part will uncover 
some revealing statement that will 
tell the real situation. 


If you feel he is bluffing, retell 
your sales story in more enthusi- 
astic and convincing terms and try 
again for the close. 


If you find the buyer actually has 
a lower price, take the offensive 
immediately. Pin down the exaci 
specification, the terms, and all the 
other ingredients of the price. It 
is your job to find the “nigger-in- 
the-woodpile” of the lower price. 
There is always one there! 


Make the buyer admit that no 
matter how low priced a commod- 
ity, someone can always make it 
cheaper and sell it for less. He 
will probably admit too that we 
rarely get more than we pay for. 
(As a matter of fact research 
shows that‘19 out of 20 people who 
buy from chiselers in this industry 
are sorry afterwards. With a little 
research you can confirm this in 
your own market and you will have 
a powerful price-sustaining tool.) 

Discuss the multiplicity of grades 
and qualities in the various materi- 
als in a light construction project 
and point out how any price quoted 
depends on specifications details 
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that only an expert can master. 

Capitalize on a buyer’s normal 
fear of a chiselled price. 

The less the buyer knows about 
the details of what he is buying, 
the greater is his fear. And most 
buyers know little about building 
packages which are constructed 
after the sale. In cases where you 
have real tough jerry-building com- 
petition show contrasting pictures 
of good and poor construction. 
Make the statement that “the cards 
are stacked against you when you 
buy the unknown.” If you can 
point out some bad experiences suf- 
fered by customers who bought on 
price and got only what they paid 
for, by all means use them. 

If you are convinced that you 
have an unscrupulous jerry-build- 
ing competitor, do not hesitate to 
use the chart on this page. 

Use statements such as the fol- 
lowing in substantiating your 
arguments: 

“The high cost of cheap con- 
struction is a luxury that only the 
wealthy can afford and in which 
only the ignorant will indulge.” 

“Nine-tenths of the house may 
be perfectly satisfactory but the 
fact that the remaining one-tenth 
is wholly unsatisfactory destroys 
much of the value of the whole.” 

“The average home builder 
seems to cling tenaciously to the 
idea that it is smart cards for him 
to play both ends against the mid- 
dle in order to get bidders pitted 
against each other and in this way 
obtain lower quotations which he 
erroneously looks upon ‘saving 
money.’ ” 

“There can only be one result 
when such a procedure is followed 
and that is shoddy construction or 
unsatisfactory building practices 
which eventually cost the home 
owner many many dollars more 
than the so-called ‘saving’ which 
resulted from competitive bidding.” 

“The fact that most home owners 
do not have the slightest knowledge 
of sound construction practices and 
are without professional guidance 
is, of course, the main reason for 
this costly blunder. They think 
only of the first cost, repenting 
their folly at leisure when the re- 
pairing and maintenance bills roll 

“What is more hopeless than to 
expect a good job from a poorly- 
trained worker or an incompetent 
builder.” 

If you are conviced that the 
buyer is mistaken, misinformed, or 
deliberately misrepresenting, you 
may find this closing technique 
justified: Change the specifications 
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Twenty-five ways that chisellers cheat home buyers and home remod- 
elers who are not acquainted with good construction: 


They use cheap roofing that will wear out in a few years. 

They use an inferior grade of lumber. 

They skimp materials (using three nails where five should go, etc.) 

They skimp construction (spacing joints and studding 24 inches instead 
of 16 inches.) 

They leave out certain vital items (briding and bracing.) 

They use lightweight felt and paper. 

They use erroneous specification terms. 

They use undersize window and door frames. 

They skimp the thickness of the plaster. 

They use plaster bases that cause cracks. 

They use flat grain instead of quarter sawed flooring. 

They use low-grade siding with improper or no backing. 

They use inferior paints and put two coats where three should go. 

They use soft wood where hardwood should be applied. 

They cheat on the thickness of insulation. 

They have too few electrical outlets. 

They use the inferior gauge of electrical wiring. 

They use lightweight pipe and fittings. 

They install undersize inferior furnaces. 

They use antiquated plumbing designs. 

They use second-grade hardware. 

They do not provide termite protection. 

They use obsolete heating equipment. 

They leave kitchen and bathroom walls unprotected. 

They cheat on the decorative materials and specifications. 

As much as 20 percent can be chiselled from the right price of an $8,000 
house by such practices! 











instead of the price. There are —he is using price to get sales vol- 
scores of ways, as you know, to ume; he is ignorant of his costs, or 
figure grades of quality of both he has made a mistake in comput- 
labor and materials, and it should ing his price. 

not be difficult with your knowl- There are laws against discuss- 
edge of the industry to think faster ing specific selling price with com- 


than the buyer who is trying to petitors and the breaking of them 
take advantage of you. should be assiduously avoided. 
Always remember that you can- However, if the competitor is 
not sell everything to everybody. grossly ignorant of costs, there is 
But that superior salesmanship will nothing illegal about discussing the 


win in eight cases out of 10. : cost of doing business among com- 
The one best way to handle price petitors 


competition on a material list ~ to And if your competitor has made 
include labor with the materials in ‘ : 
= Seeteen cote eed ts tin a gross mistake you may save him 
nan ee al ii: ciinn is © serious loss—and yourself the 
y y y P sale—by suggesting a re-check of 


his recent computations. 

If your competitor is a mail or- 
der house, or cooperative, point out 
to your prospective customer that 
they do not pay local taxes, are not 
contributors to local community life 
and often remove profits from the 
community to be invested else- 
BY SHOWING your customer the “pack- where. 


ae eee ton daper and materiale, you Usually you ean divert a mail or 
price competition. der purchase if you get to the cus- 

tomer before the purchase by point- 
buy anyway. By figuring and quot- ing out that the buyer has to pay 
ing a package price you always im advance, pay the cost of deliv- 
take the role out of direct price °%Y, Pick up the product at the 


competition because no two pack- freight station, make his own de- 

ages of construction are ever ex- livery and get no service after the 
actly alike. sale. 

Use competitive names and 

Learn Your Cut Price brands constructively. The old 


a R. 
Competitor’s Position rule says “never knock a competi- 


The competitor who has offered tor” and as a general rule it should 
your customers a lower-than-fair be followed unless you know some 
price is in one of three positions (continued on page 70) 
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WINNING HOUSEWIVES distributes approximately 1,500. 
Pot holders effective promotion Cost per holder is 6c when pur- 
item for Washington dealer Chased in quantity, a modest ex- 
\ POT HOLDER with each de- oes ry we a the resulting 
livery of coal is the novel promo- a See THIS six-tiered rack was made in the 
tional idea of Turner Lumber & a SS ee 
Fuel Co., Dishman, Wash. It’s also PLAN RACK i ; : 
an extremely popular one with the People appreciate what they of The Lyman-Hawkins Lumber 
firm’s customers, manager Al Wil- pay for, Ohio study shows Co., decided to try selling the 
00 ARE YOU LOSING money on books. He set a price of 25c on 
the sale of your plan books? every book—about half what they 
= The Lyman -Hawkins Lumber cost. 
Co., Akron, Ohio, was until it de- An attractive display rack for 
cided to sell the plan books, not plan books was built in the com- 
vol- give them away. Now the com- pany’s millwork shop. Indirectly 
s, or pany is selling more than it gave lighted with a fluorescent lamp, 
put- away. this neat rack has proved a decided 
Collecting free plan books seems addition to the store’s merchandis- 
USS- to be a hobby of a good many ing fixtures. More important, the 
:om- people, a rather expensive hobby sale of the plans and books is now 
hem from the _ dealer’s’ standpoint. sufficient to pay the cost of the 
Charles Mueller, general manager books. 
r is 
fs Remodeled Store Bound to Catch Customer's Eye 
the FOSSEEN’S, Inc., Yakima, Wash., has found the ideal way to display builders’ supplies 
om- —by remodeling the interior of the store only with products handled by the company. 
Salesroom was completely modernized and makes a permanent and unusual showcase. 
rade New wall planking was installed, the ceiling lowered and covered with acoustical tile 
him : and the office and sample room faced with the various types of tile and brick handled 
the SOL by = company. Modern lighting fixtures were also installed. Total cost was about 
of WASHINGTON SFATE dealer distrib- 
utes 1,500 of these. Cost: about $100 
or- annually. 
out 
hat son states. So popular has it be- 
not come since it was started seven 
life years ago, that it could hardly be 
the abandoned now, even if the firm 
Ise- desired to do so. 
The company has no intention of 
or- abandoning it, of course, as it is 
‘Us- one device which keeps residents 
int- of Dishman, a small community 
pay just east of Spokane, from patron- 
liv- izing the larger city’s dealers. 
the Customers always look forward to 
de- receiving the inexpensive holders, 
the and never fail to remind the driver, 
or telephone the office, in case they 
ind are overlooked. One women even 
old drove into the office to pick up her 
ati- pot holder which the driver forgot 
uld to leave. 
me Cost of the promotion runs about 
$100 per year, as the firm annually 
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His UNSELFISH Way 
HE GUIDES US IN WORK 
HE JOINS US IN PLAY 
gamete 
H. SHREFFLER 
£ WOODRUFF 
R D. WORKMAN 
BF HEFFELMAN 
“1 L HARKINS: 
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MASTER MERCHANT W. G. “Bill” 
Smith beside the plaque honoring him, 
just outside the main entrance of the 
store. 
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MASTER 
MERCHANT 


COVER: Sales floor of The Lyman- 
Hawkins Lumber Co. and Master 
Merchant W. G. “Bill” Smith. 


ASTER MERCHANTS selected 
by the editors of AMERICAN 
LUMBERMAN are chosen on _ the 
basis of intelligent management, 
aggressive merchandising and con- 
scientious service to their consum- 
ers and community. 
One more sterling quality was 
considered in the selection of Mas- 
ter Merchant W. G. (Bill) Smith 


PAINT is one of Lyman-Hawkins’ major departments. Note 
effective use of manufacturers’ banners and floor display card. 


Mezzanine floor is for millwork. 
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Dean of the Retail 
Lumber Industry 


Master Merchant “Bill’ Smith has made The Lyman- 
Hawkins operation in Akron, Ohio, a good example of 
how cost studies can save money and step up efficiency 


of the Lyman-Hawkins Lumber Co., 
Akron, Ohio: his unselfish service 
to the industry in which he has 
been actively engaged for 60 years. 
Bill was a member of the executive 
committee of the National Retail 
Lumber Dealers Association for 26 
years. He has also served as presi- 
dent of his state association. 

One of his most treasured pos- 
sessions is a plaque awarded him 
by the National, citing him as 
Akron’s “first citizen” and pro- 
claiming him “Dean of the National 
Retail Lumber Industry.” Adds the 
inscription: 

“Over the years of the National’s 
progress, we have had many out- 
standing figures who have given 
liberally of their time and effort, but 
never a more conspicuous example 
of integrity, aggressive leadership 
and loyalty than has been here ex- 
emplified.” 


These same characteristics are 
evidenced in the management of 
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the Lyman-Hawkins Lumber (Co,, 
which will observe its 90th anni- 
versary next year. Bill Smith has 
been active in the company for 31 
of these years. During that time 
he has made a continuous study of 
the costs of handling and delivering 
building materials. Important sec- 
tions of the NRA lumber code were 
based on Bill Smith’s records. More 
recently, the Lyman-Hawkins de- 
livery records were the basis of 
the retail lumber pricing formula 
under MPR-215, which permitted 
the addition of delivery costs on 
industrial sales of more than 5,000 
feet. (Full details of the company’s 
delivery cost studies are found else- 
where in this article.) 


At the same time the company 
has maintained complete inventory 
records. Its purchase records show 
supplier, quantity received, cost and 
inventory. Purchase records show 
turnover of every item stocked. 
Needless to say, this system saves 
digging through old invoices when 
pricing inventory and is a big help 


LUMBER AND MILLWORK, responsible for 80 percent of 
the company’s volume, are given prominent display space 0? 
the sales floor. 
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in purchasing and inventory con- 
trol. Inventories are taken quar- 
terly and books closed as they would 
be at the end of the firm’s fiscal 
year. The system is streamlined 
so that the entire job—figuring, 
checking and pricing—occupies not 
more than four days, usually nearer 
two. 


OPPOSES PRICE CUTTING 


“Courtesy — service — quality— 
price’ has always been the com- 
pany’s slogan. For like quanti- 
ties, the company offers the same 
price to all buyers. . 

“We believe that a dealer who 
resorts to price cutting thereby ad- 
mits that he is weak in some other 
department of his business,” ex- 
plains Bill Smith. “We try to handle 
lumber that will give the best qual- 
ity and service to the customer and 
still be competitive to other yards. 
We favor nationally - advertised 
brands of every building material 
that we handle.” 

And the best form of advertis- 


Hef I Ti 


length is stacked and priced. 
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MOLDINGS stored at the rear of the 
store are visible to the customer. Every 


IDEAL LOCATION at traffic intersection 
encourages drop-in trade. Note the ample 
off-the-street parking lot. The company’s 
big millwork shop is at the extreme right. 


THE LYMAN-HAWKINS LUMBER CO. 
executives, left to right: James L. Har- 
kins, mill superintendent; Robert D. 
Workman, vice-president and yard super- 
intendent; John E. Woodruff, chairman 
of the board; W. G. (Bill) Smith; James 
H. Shreffler, president and treasurer; 
Richard M. Dorman, store manager; 
Charles Mueller, secretary and general 
manager. 











ing, believes Bill Smith, is a satis- 
fied customer. 

“It is human nature,” he ex- 
plains, “for an individual to brag 
about his property no matter how 
large or small a purchase he makes. 
If he receives service and quality 
and is satisfied with his purchase, 
he will tell his friends about the 
good deal that he made. 

“It is also human nature to 
knock. A dissatisfied customer, no 
matter if he is right or wrong, is 
quick to warn his friends against 
getting the same gypping that he 
received. Therefore, in all phases 
of our business, we aim to have sat- 
isfied customers.” 

The company takes classified ad- 
vertising space daily in the Akron 
papers and additional space at least 
three times weekly. In return, the 
company is permitted to prepare an 
illustrated article, once every three 


months, boosting one of its major 
lines. The copy is prepared by Gen- 
eral Manager Charles Mueller, who 
succeeded his father in that posi- 
tion. 

Pleasing the consumer customer 
has become an even more important 
consideration in the company’s op- 
eration since it moved into its new 
store in 1946. Traffic counts show 
that more than 15,000 cars daily 
pass the new store, located near the 
intersection of two heavily-traveled 
thoroughfares. Since many of these 
motorists are halted by a traffic 
light just outside Lyman-Hawkins’ 
large display windows, many of 
them wheel into the large parking 
lot adjoining the store. 

Inside the store, the first thing 
that strikes the visitor is the open 
truss roof—the entire weight of 
the roof is carried on posts; the 
roof of the company’s adjoining mill 





MANUFACTURERS’ SALES AIDS, especially floor displays like this one, are used 


effectively. Some 10,000 feet of plastic finished wall panels are carried in stock by 


Lyman-Hawkins, 
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has bow-string trusses. Several 
sales have been made from these 
active exhibits, although the roof 
trusses were originally erected to 
speed the construction of the build- 
ing, not for sales purposes. 

With lumber and millwork re- 
sponsible for 80 percent of the com- 
pany’s sales volume which exceeds 
$500,000 annually, it is only natural 
that these items should have promi- 
nent display space in the store. A 
sizeable inventory of millwork is 
found on the mezzanine floor, which 
is visible from the main sales floor 
(72x130). A large inventory of 
moldings, easily seen by the cus- 
tomer, is stocked in the rear of 
the store and sizeable piles of ply- 
wood are stacked near one of the 
main traffic aisles. 

The percentage sales breakdown, 
other than lumber and millwork, is 
hardware, 14 percent, and paint, 
six percent. Both of these latter 
items are given strong promotion 
by the use of manufacturer display 
aids. Approximately 49 percent of 
the company’s sales are to con-< 
tractors and operative builders; 30 
yercent to industrial and commer- 
cial firms; 20 percent to urban con- 
sumers and one percent to farmers. 


CONSUMER BUSINESS GAINS 


All of these displays are designed 
to attract consumer traffic, which 
today accounts for approximately 
25 percent of the firm’s dollar vol- 
ume. In their old location Lyman- 
Hawkins used to think 10 percent 
cash business was good; now they 
think something is wrong if they 
drop below 25 percent. Paint and 
hardware have been added in the 
new location, also numerous over- 
the-counter items to stimulate floor 
traffic. 

A well-equipped brightly-lighted 
shop is separated from the store 
by a covered driveway and loading 
dock that enables custom millwork 
to be loaded direct from the plant 
onto trucks. Eleven men are em- 
ployed in the shop which turns out 
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LOADING DOCK 
(right), adjacent to 
the mill, is truck 
bed height. Paved 
driveway runs be- 
tween the store and 


the mill. 


CUSTOM MILL. 
WORK is manufac- 
tured in large, bril- 
liantly-lighted shop 
(above) equipped 
with the latest ma- 
chines. 


THE SINGLE 
ROLLER truck 
(below), the com- 
pany has discov- 
ered, is just as ef- 
fective as the mul- 
tiple roller. The 
roller near the 
front of the bed is 
removable. 
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a good deal of millwork for large 
commercial jobs and expensive pri- 
vate residences. 

Newly-equipped with all new elec- 
tric machines, the shop now has 
tilting, combination, cut-off, self- 
feed rip and band saws; single sur- 
facer; jointer, woodworker, shaper; 
mortiser, tenoner, two stickers, two 
belt sanders and lathe. The shop 
personnel and truck drivers work 
under the protection of a union 
contract. 


The GI on-the-job training pro- 
gram has brought an estimator, two 
millmen and a salesman into the or- 
ganization. One outside salesman 
is employed full time and another 
spends half his time making sales 
calls. Youth is tempered by expe- 
rience in the persons of R. D. 
Workman, vice-president and yard 
superintendent, who has been with 
the company 48 years; J. H. Shref- 
fler, president and treasurer, 31 
years; J. E. Woodruff, chairman of 


YARD NEATNESS is insisted upon at 
The Lyman-Hawkins Lumber Co. One 
2x12 placed between the two posts and 
held steady by a slotted track in each 
post assures even stacking. This simple 
device, estimates Bill Smith, saves 12c 
per 1,000 feet of lumber. The roller con- 
veyor, which passes through the boom, 
may be lifted by pulley as the lumber 
is piled higher. 


the board, 28 years; J. L. Harkins, 
mill superintendent, 22 years; 
Charles Mueller, general manager, 
15 years, and R. M. Dorman, store 
manager, 12 years. 

Along with accurate, up-to-date 
figures of operational costs, Lyman- 
Hawkins, under Bill Smith’s direc- 
tion, is a firm believer in keeping 
a neat, orderly yard with lumber 
neatly stacked at all times. 

Several of the Lyman-Hawkins 
Co. executives are active in civic 
and public-service organizations. 
Mr. Smith has had a perfect at- 
tendance record as a Rotarian for 
15 years. John Woodruff is a past 
president of the Akron Kiwanis 
Club of which Charles Mueller is 
also a member. Mr. Woodruff is 
also serving on the City Planning 
Commission. 

The respect and affection in 
which Bill Smith is held by com- 
pany officers and employes alike is 
attested by the plaque just outside 
the store’s main entrance, dedicat- 
ing the new building to him. The 
apt, four-line verse reads: 

“He fathers us all 

In his unselfish way, 
He guides us in work, 
He joins us in play.” 
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They Know Their Delivery Costs 


There’s no guesswork at Lyman-Hawkins, where a daily check 
is kept on every truck movement and expense 


ACCURATE RECORDS of de- 
livery costs have been maintained 
by The Lyman-Hawkins Lumber Co. 
since 1926. It is interesting to 
note that in 1926 it cost $4.75 to 
deliver 1,000 feet of lumber while 
in 1948 the cost had soared to 
$9.52. This increase is due mainly 
to an increase in labor and the cost 
of trucks. 

Service records are kept on each 
of the company’s trucks. Reports 
are tabulated at the end of each 
month, each truck driver receiving 
a monthly and annual report so he 
can see his record for himself. The 
company’s fleet consists of one yard 





HAROLD DROLLINGER pointing to 
the chart on the recorder (open), which 
indicates whether the truck is moving or 
standing throughout the day. 


truck used around the premises; 
two 144-ton trucks for general de- 
liveries— one 1941 and one 1949 
model; also one 1949 pickup truck. 

Each truck is equipped with a 
recorder costing approximately 
$35. The stylus of this recorder 
charts the movement of the truck 
throughout the day, indicating at 
what hours the truck was in mo- 
tion and when it was halted. The 
charts show the driver’s name, 
date, truck mileage before and 
after the day’s run. 

Cost per mile for gas and oil is 
figured separately. Licenses and in- 
surance are figured at 1/12 of the 
total assessment for the year. The 
trucks are depreciated over a four- 
year period. Major repairs—any- 
thing over $20—are added to the 
remaining cost of the truck and de- 
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preciated with the remaining bal- 
ance. All expense items are added 
and the cost of operating each 
truck is figured separately. Final 
column is the actual cost of the 
truck; underneath is the balance 
not depreciated out. 


Figures over a 10-year period 
show Lyman-Hawkins trucks av- 
eraging 9144 miles per gallon of 
gasoline and 150 miles per quart 
of oil—the oil including day-to-day 
consumption and a change every 
1,000 miles. The cost of operating 
the 1%-ton truck is now about 


THIS 1%-ton 
1949 model 
truck is the lat- 
est in the Ly- 
man - Hawkins 
delivery fleet. 
The directional 
indicator, con- 
trolled from the 
cab, was install- 
ed in the yard. 


29.5c per mile; the pickup 20c per 
mile. 

Ninety percent of the company’s 
deliveries are within a radius of 
15 miles. Most deliveries are made 
free, but when it is necessary to 
go outside the ordinary range the 
company knows exactly what to 
charge based on its own records. 

One man is_ responsible for 
changing the daily charts in each 
truck. Tabulating these charts 
takes about half a day each month. 
But the cost and time involved in 
this analysis are worth-while, Ly- 
man-Hawkins executives are con- 
vinced, since it enables them to de- 
termine at once when operating 
costs are out of line and when 
delivery efficiency is under par. 





TRUCK OPERATING REPORT FOR MONTH OF FEBRUARY 1949 
Total Working Hours Possible 146:00 
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6 (Yard Truck) mare ee 146.00 we Stes ida, Uaeweh (enews 9.98 
7 (1949 1% Ton) 32.15 31.45 64.00 82.00 363 39 MP sacs 88.61 50 
9.80 
8 (1949 Pickup) 82.00 34.30 116.30 29.30 1050 64 5 .01I5 .0019 161.29 1.00 
15.68 2.00 
9 (1941 I'/. Ton) 37.45 31.00 68.45 77.15 391 50 5 .031 .0038 95.19 
12.25 1.50 
1809 
TRUCK OPERATION REPORT FOR MONTH OF FEBRUARY 1949 
(Continued) 
Average 
Insur- — Acci- Total Cost Average Mi. Per 
License ance dent Depreciation Exp. Per Mile Gal. Gas Qt. Oil 
4.21 6.96 0 5.33 26.48 5.296 aoe ; 789.00 
37.35 
6.89 8.31 0 50.61 164.72 454 9.31 2427.07 
2125.66 
2.46 8.07 0 25.23 215.73 .205 16.41 210.00 1211.00 
1135.31 
5.38 a1 0 27.90 149.93 383 7.82 78.20 1284.90 
111.61 
556.86 





Average Cost per Mile .294 3 Trucks 


Average Cost per Mile .307 4 Trucks 
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How a Handling “/ruck 
Doubled the Size of a 


Lumber Dealers’ Supply Company, Liberty- 
ville, Ill., carries out an idea and saves 
thousands of dollars 





EXTERIOR view of the headquarters of the Inmber Dealers’ 
Supply Co., Libertyville, Ill. 


HEN R. C. (RUSS) BOEHM, owner of the 

Lumber Dealers’ Supply Company, Liberty- 

ville, Ill., surveyed his warehouse facilities early in 

1948, he found that he didn’t have enough room to stock 

the materials necessary to adequately handle his ex- 

panded business. And therein lies the beginning of 
a mighty interesting story. 

The building housing this wide-awake wholesale 
organization was modern in every respect—brick with 
a clear span bowstring truss roof, bed level loading 
docks, slab floor; but the 60’ x 140’ overall space, in- 
cluding some 1800 square feet of office and driveway, 
just wasn’t enough room. The warehouse was 10% 
feet high at the plates and 18 feet high at the ridge. 


HANDLING, STORING METHODS CHECKED 


Building costs were high, and it would have been 
very expensive to increase the storage area sufficiently, 
following the same type of structure the company 
already had. So Mr. Boehm began to check the meth- 
ods of handling and storing to see if there was any 
other way to increase his efficiency. 

At that time, the company was using hydraulic 


UNIQUE tiering frame system enables warehousing of mate- 
rials to the maximum height. These frames will bear the weight 
of individual pallets 36”x56”, a size pallet adaptable for a wide 
range of materials. 
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hand trucks to move materials in and out of inven- 
tory, and hand piling up to a height of 8 feet, about 
half of the available cubic area of the warehouse. That 
immediately inspired the question, “Is there any way 
to stack higher without increasing aisle width?” The 
hydraulic trucks provided aisles of only 5 feet. If it 
were necessary to double these, much of the advantage 
of going higher would be neutralized. 


NEW TRUCK PURCHASED 


After considerable investigation, the company de- 
cided to purchase a new type, electrically operated 
handling truck with a 94” fork lift and a capacity of 
4000 pounds. The truck has a roller grip handle in 
which is incorporated a deadman’s control that pro 
vides two speeds forward and backward, plus the ope.- 
ation of the lift, with an easy turn of the wrist. Even 
under heaviest operation the batteries provide power 
for an entire working day, and are recharged during 
the night. 


It was found that this truck would operate eff- 
ciently in an aisle 82 inches wide, due to its excep- 
tionally short turning radius, and that the 94” lift 
would permit hand piling much higher. 

Thus the first step of increasing space utilizatic: 





. & 
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containing 10 squares of thick-butt shingles. 





and Smart Plauniug 


Warehouse 


was accomplished. But there were other problems. 
Certain materials, even when palletized, could only 
be stacked so high without crushing. Working in 
cooperation with an engineer of the truck company, 





PALLETIZED matérials are quickly unloaded from the truck 
with the help of the new-type handling truck which has a 
capacity of 4,000 pounds. 


4 unique and highly efficient tiering frame was de- 
signed that eliminated the problem. 


PALLETS PILE TO HEIGHT OF FORK LIFT 


*. Made of angle and strap iron, the frames bear the 
weight of the individual pallets 36” x 56”, each one 
Pallets 
‘can be piled to the full height of the fork lift. The 
tiering frames are collapsible and can be stored in a 
small space when not in use. 

. It was found that the 36” x 56” pallet size is 
adaptible for a wide range of materials, and it was 
finally decided upon for that reason. 

The next step in solving the problem of complete 
space efficiency was the building of a loft at the 
highest point of the roof to accommodate lighter ma- 
terials. These are lifted to the loft by the truck, then 
are hand piled to the very top of the warehouse. The 
space is ideal for storage of loose fill insulation and 
similar products. 


WAREHOUSE SPACE DOUBLED 


Altogether, according to Mr. Boehm, the improve- 
ments he has made in his warehouse have not only 
Increased his handling efficiency materially, but 
Whereas two years ago, he was only utilizing some 
51,000 cubic feet of area in his warehouse, now he 
uses almost twice that much. To accomplish the 
Same thing under his old system of handling would 
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LOADING directly from the freight car. Roller-grip handle 
includes a deadman’s control which provides two speeds for- 
ward and backward. plus the operation of the’ lift. 


BECAUSE of its short turning radius, the company’s new-style 
truck will operate efficiently in an aisle 82 inches wide. 





have required the construction of a new building equal 
in square feet area to his present warehouse, at a 
cost many times more than was spent for the handling 
truck and modifications to his storage area. It is no 
wonder he is so well pleased with the results. 

The Lumber Dealers’ Supply Company and Russ 
Boehm are well known in the territory they serve. 
Organized 18 years ago in Libertyville, the company 
supplies wallboards, fiberboards, insulation, roofing 
and siding, building paper, paint and waterproofing, 
overhead garage doors, circulating fireplaces, oil stor- 
age and septic tanks to retail lumber and building 
material dealers in 28 counties. 
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IT LOOKS, FEELS AND SWINGS 








BUT IT WORKS 


6 TIMES AS FAST! 


STAPL-ON sells faster — because 
it works faster. 





It drives SIX staples in the time 
it takes to hammer one tack the 
old-fashioned way. 


With one hand. Without ham- 


mer marks. 





And it holds tighter—its %4” or 


3%,” staples spread when driven. 


For tacking insulation, building 


paper, canvas, roofing felt, 











HI under-decking, wire cloth, light 
PUTTING UP metals, glass substitutes, etc. 
INSULATION 








There's no substitute for fast- 





driving, easy-working, long-last- 
ing STAPL-ON!! 


AND—aons forget the 
steady profits in your 
steady sales of STAPL-ON 
staples. 














INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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50 Years Ago — 


















he Industry's Leader —_ 
__THEN and NOW = 


Swinging Gates and Yard Housekeeping 


IT WOULD HAVE BEEN an interesting item if I had 
kept tab on the number of useless gates, and gateways 
without gates, that I have seen. These gates were built 
with best of intentions—for the purpose of keeping dogs, 
tramps and thieves out of the yards, but, gradually they 
fell into a state of innocuous desuetude, and there they 
are, or rather there they are not when you want then. 
Some of them are leaning up against the fence or shed, 
while others are nowhere, probably having been used 
for kindling wood. 

He is a matter-of-fact man, who keeps his yard in 
ship shape from one year’s end to the other. I saw a 
new yard the other day, and it looked as though it had 
just come out of a band box. But the question is, will 
this yard man weary in well doing? He probably will. 
The most of us do. There is a certain point—a mean 
ground—between sickness and health, success and failure, 
right and wrong, when we are inclined to let things take 
their own way. There is nothing decided in the condition, 


Pile the gate up 
against the 
fence. 











and so we let ’er slide. It is that way with gates. When 
the rust has eaten the hinges so nearly off that the gate 
begins to totter as with old age, we let it go until they 
are entirely eaten off, and then we may put on new hinges; 
or thinking that we have never been stolen poor, we may 
pile the gate up against the fence. I say we may, for 
so many do it that way. 

I should like to walk into this slick yard ten years from 
today and see how things are—see if the floor is kept 
scrubbed and the windows washed. I am willing to wager 
there will be a change. At the end of ten years it will 
be an ordinary old plug of a country yard. I am casting 
no reflections on this yard man, but that is precisely 
the way the majority of us lapse. Surely he who can hold 
out faithful to the end is entitled to the crown. 

I was with a retail man when he was shutting up his 
yard at night, and by main strength and awkwardness 
he took hold of the gate and lifted it around into position. 
The lower hinge was broken off, and he was obliged to 
do this. Very likely, to do this, this same man said in 
his mind that he would run a model lumber yard. Some 
writer who, if he knew what he was talking about, must 


have been there, said that. hell is paved with good inten- 


tions, and it wouldn’t surprise me if he spoke rightly. 
I can’t imagine why swinging gates should be endured 
around a yard, except in those few cases where none 
other can be used. The gate that is hung from the top 
and rolls, best answers the bill in the long run. It will 
save boards and Sizzling words. It will cost a little more 
to start with, but in the end it will be a hundred times 
cheaper. 
—Met Saley, AMERICAN LUMBERMAN, May 19, 1990. 


c, 
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PRICES VERSUS KNOW-HOW 


A prospective barn builder read in 
his farm paper about the virtues of 
treated lumber and asked his local 
lumber dealer about it. The dealer 
not only had none in stock but was 
woefully short of information. Mr. 
Farmer kept on going until he found 
what he was looking for in a “price 
yard” in a nearby small city where 
he bought the entire barn bill. Using 
treated lumber as the basis of his 
highly intelligent discussion of what 
a modern barn should be, the dealer 
sold Mr. Farmer a large barn at a 
highly satisfactory profit. It wasn’t 
a cut price, but the know-how, that 
got the order. 

TK * 


Depression predictions are pe- 
tering out as most lumber yards 
are coming close to last year’s 
highs. 


* * 


USING SOMETHING NEW TO 
MAKE PROFITABLE SALES 


Three major factors are largely re- 
sponsible for the lack of new prod- 
ucts, such as treated lumber, in the 
lumber yard—(a) tradition “the old 
always worked all right;” (b) higher 
cost; (c) need for additional sales ef- 
fort. None is a valid reason. Tradi- 
tion is a definite sales hazard since 
“something new” is far more interest- 
ing to prospects ‘and offers greater 
sales appeal. “High cost” of raw ma- 
terial, perhaps, but lower cost if fig- 
ured in end use. Special selling effort 
ls always necessary if sales are to 
be profitable. 


* * 


We have gone far afield as a 
government since Thomas Edi- 
son observed that “waste is 
worse than loss. The scope of 
thrift is limitless.” 


SELLING IS SERVICE 


The “price yard” which sold the 
barn bill depended more on service 
than on price to make sales. This par- 
ticular dealer used low prices on 
standard items to attract attention and 
bring prospects to his lumber yard. 
Invariably he found what prospects 
Were planning to build and then, by 
virtue of his know-how, turned the 
sale from raw materials into the 
complete unit or the equivalent. 


Parte 
Bui_ping Propucts MERCHANDISER 


Selling power increases in pro- 
portion to service rendered. 


%* * 


PRICE CUTTING... “CHAMBER 
OF DESPAIR" 


Never was the retail lumber in- 
dustry more price-minded than it is 
today in most areas. The futility of 
always trying to meet the price is 
well summed up by H. T. Garvey in 
“Thoughts on Business” in Forbes 
Magazine, who says: 

“When a business firm attempts to 
mold its whole policy to meet the 
prices of its competitors, that busi- 
ness is entering a labyrinth, the cen- 
ter of which is the chamber of de- 
spair. Highest quality can never be 
given nor obtained at the lowest 
prices. If a price must be sacrificed, 
quality must be sacrificed. If quality 
is sacrificed society is not truly 
served.” 

* * Co 
Practically all shoppers put 
service ahead of price. 


* * ok 


WHAT WOMEN SAY ABOUT 
PRICE 


Women supposedly are notorious 
price shoppers, yet a recent survey 
revealed that “price” is in sixth place 
as far as they are concerned. Here 
is the line-up of preferences as it 
applies to grocery stores where it 
would be assumed that price might 
claim top rating: 1) courtesy, 2) 
cleanliness, 3) orderly arrangement, 
4) attractive displays, 5) good as- 
sortments, 6) price. The list should 
be given close consideration by lum- 
ber dealers or any other type of re- 
tailer. 

ok * * 
Retailing carries with it a def- 
inite responsibility to the com- 


munity. 
* ok a 


TWO PROFITS OR NONE 


Warehousing alone is no longer 
regarded as a_ sufficient service to 
commend the traditional mark-up; 
hence the price-cutting that is going 
on. Raw materials at so much per 
thousand, gallon or pound invite price- 
cutting. It is only when “service” 
is included in the transaction that 
profit becomes justified to the seller 
and satisfactory to the buyer. Both 
profit under such circumstances. 


2, MERCHANDISING 
CLINIC 


by R.E.S. 


The best price that life offers 
is the chance to work hard at 
work worth doing. 

—Theodore Roosevelt. 


% * 


“Work worth doing” is simply an- 
other word for “Service.” Now for 
the moment, let’s get back to treated 
lumber. The barn prospect was look- 
ing for longer service in lumber that 
was to be used in dark, damp places 
where rot and decay get in their best 
licks. Treated lumber for such places 
made sense. By paying a few dollars 
more for a thousand feet, he was able 
to get lumber that would last three to 
five times longer than untreated lum- 
ber. He lost interest or confidence 
in those dealers who couldn’t furnish 
it. The dealer who had it rendered 
a highly important service ... and 
made a sale. He discharged his re- 
sponsibility and profited accordingly. 


FROM PROBLEM TO PROFIT 


What to do with some narrow, short 
Cedar strips was a problem for the 
lumber dealer as long as he tried to 
sell them as so many pieces, or feet, 
of lumber. But one of the men in 
the yard suggested they would make 
good picket fences. He made an eight- 
foot section to prove his point. The 
same day someone saw the ready- 
made section, asked the price, ordered 
it and several more like it. Since that 
time the short, narrow strips have 
never been a problem. 


* * * 


The ability to think through to 
the end use of lumber, or any 
other raw material, is the es- 
sence of good salesmanship. 


* 


“WOOD ... DESIGNED FOR 
SELLING" 


The heading of the advertisement, 
“Woodwork Corporation of America,” 
intrigued our interest. So did the 
copy: 

“The use of beautifully formed and 
finished wood to display merchandise 
attractively and to impart a pleasant 
shopping atmosphere is one of the 
traditional principles of store design.” 

The idea of using wood to sell other 
merchandise suggests the possibility 
of using wood to sell wood. Could be 
done! 
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One 


One of the most profitable busi- 
ness-builders you can cultivate 
is self-assurance in every staff 
member who comes in contact 
with the public—whether he or 
she plays a minor or major role in dispensing infor- 
mation, and making sales. Many retail stores are 
losing sales right and left because their counter clerks 
act, talk—and even walk with indecision. Being per- 
fectly trained in all sales points, knowing both your 
products and services backwards and forwards is not 
enough! To build your customers’ confidence, all 
your staff members have to walk, talk, handle and 
display your stock with confidence. 

One or two poised, self-assured salespeople may 
make wonderful sales individually; but they cannot 
build customer-confidence in your entire organization. 
And it is only that kind of confidence that leads people 
to entrust their biggest, most profitable building and 
modernization jobs to you. 


This Makes 
Sense 


This Makes 
Extra $$$ 


It’s not what people know but 
how they use it that determines 
profits. Therefore—starting to- 
day — make everyone on your 
staff answering the telephone, 
handling correspondence, showing materials—or in 
any way dealing with the public—doubly conscious of 
these points: 

To convince the other fellow, you have to have con- 
fidence in yourself as well as confidence in your prod- 
ucts and services—and act with perfect self-confidence. 
Otherwise you sound apologetic and unconvincing to 
other people—and look ineffectual—no matter how 
perfectly you know your products and sales points! 

To get decision, you have to act with decision! Not 
the brash, pushy overselling kind that infuriates cus- 
tomers. Act, instead, with quiet, efficient sureness in 
the way you meet customers, inquire as to their needs, 
handle your materials and talk about them. 

To make sales, you have to act as if you expect to 
make a good one from the moment the customer steps 
through the doorway ’til after he has left! No sale is 
necessarily lost merely because the customer has 
walked out without buying. 

Act with expectation every second of the time you 
are in his presence—in your posture, facial expres- 
sion, tone of voice and word choice. Very often your 
continuous expectation of selling him is the very 
thing that brings him back to buy the next day or 
the following week. 


This Gets 
Results 


There are two ways to build sales- 
building, self-assurance among all 
your staff members. The first does 
only half the job. 

Employes speak, move and act 
with sales-winning decisiveness, expectation and self- 





by Norm Advertising, Inc. 
New York, N. Y. 


Profit Making Forum 





assurance only when both confidence-building methods 
are in operation at the same time. The wise lumber- 
man sees that they are in continuous operation from 
one end of the year to the next, instead of turning 
to them only occasionally for short periods of time. 


The first method is obvious . . . used in all yards 

. except for one major neglect. No one can be 

trusted to pull out the right products, demonstrate 

them properly, discuss applications and new uses in- 

telligently, come out with direct, unhesitating, selling 

answers to questions or quote prices accurately with- 
out continuous sales training. 

This does not call for expensive, long-range, time- 
consuming sales courses for all employes. What it 
does mean is continuous brushing up on product and 
service information all over your yard. A three-point 
memorandum tucked in pay envelopes, for example, is 
an excellent way to tie up personal effort with rewards 
and score your points. 

Or a Refresher Quiz on new uses for old products, 
yard or manufacturer guarantees, financing or tact- 
ful handling of complaints. Takes only five minutes 
of your time, can be typed up in one and posted on 
your Bulletin Board, with a footnote reading, “Check 
your answers with those posted Wednesday.” This 
builds poise, self-confidence and assurance for all 
your employes. 


The second ingredient keeps self-con- 
fidence at an optimum. Efforts be- 
come half-hearted whenever employes 
are convinced that their immediate 
superiors have no confidence in them. 
This is deadly poison—leads even the stoutest-hearted 
employes to quit their jobs or start on the down- 
grade. 


The best sales training program in the world can’t 
do for them what the employer’s untiring confidence 
can do. No. 1 Trouble is that most of us don’t show 
it. When people are doing well and we’re busy, we 
only stop to talk with them when we want something 
or we’re dissatisfied. 


So—this is a “MUST.” When you observe some- 
thing good, don’t just think about it. Mention it. 
Not just when people are new on your staff, but whenr- 
ever they’ve given you long, faithful service. Not 
just when they’ve made a good sale, but when you 
know they’ve made an excellent “try’’ even though it 
hasn’t produced immediate results. 


Single them out for a reassuring comment from you 
not just when they’re on top, but at the bottom and 
on the way up. Be generous with your thanks not 
only over the spectacular jobs, but for the long, boring 
ones. It takes real heroism and courage to grapple 
with those and do them well. 

The staff that has your confidence from top to bot- 
tom—and feels it—has_ self-confidence. And_ the 
staff that acts with real self-assurance, really goes 
places—for you! 


This Is 
a “Must” 
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NATIONAL HARDWOOD LUMBER ASSOCIATION 


52nd ANNUAL CONVENTION 


HOTEL SHERMAN — CHICAGO, ILLINOIS 
September 27-29, 1949 


cc. || HARDWOOD LUMBERMEN.--COME TO CHICAGO 


me 





from 

ning Attend this great gathering of the hardwood trade Important proposals for improving the grading rules will be presented 
time for discussion and action. 

a MEET YOUR FRIENDS 

rards MEET YOUR CUSTOMERS All Active Members, hardwood producers and distributors—should be 
n be there to have a-voice in the decisions. 

teas MEET YOUR COMPETITORS 


‘ Non-members, eligible for Active Membership, should send applications 
oe, See es eee ge ene es ee to the Association headquarters in Chicago, in order that they may 














Lling attend and take part in the proceedings. 

vith- Get a clearer view of trends and future prospects. Associate Members should attend—get closer acquainted with suppliers. 
Get a clearer vision of problems facing your business. tise their influence upon the voters. 

Lime- Get the other fellow's viewpoint—swap notes and exchange ideas. 

at it or : Orders for hotel reservations should be mailed direct to Hotel Sherman, 
ae Get the pleasures of fellowship in the common interest. Chicago. There is plenty of room for all. 

% 3 COME TO CHICAGO, 

ik the great hardwood consuming and distribution center. You cannot afford to miss this opportunity. 

|| NATIONAL HARDWOOD LUMBER ASSOCIATION 

tact- 

Lutes 59 East Van Buren St., Chicago 5, Illinois 

d on JOHN W. McCLURE, Manager FRANK W. HUTCHESON, President 
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x SKILLED HANDS--MODERN METHODS 

















you ‘ 

h it PONDEROSA PINE, SUGAR PINE, WHITE FIR, DOUGLAS FIR, [NCENSE CEDAR 
Quality is one of the important factors maintained by up-to- We know this well-manufactured lumber will please | 

vou a —- and * hes workers in the 8 modern mills of you. Try some of — 

y arter, Webster and Johnson. The giant log shown on the | 

and carriage in one of our plants well illustrates the excellent : ’ OUR SPECIALTIES 

not type of raw material from which our products come. Con- Pine and Fir Boards and Dimension 

ring sult us on your next requirements in Pine, sete od Douglas Fir Mouldings | 

pple LUMBER, MOULDINGS, DOORS pe gy. Pa sgl tg | 

CUT STOCK, PINE PLYWOOD Ponderosa, Douglas Fir and White Fir Cut Stock | 

bot- 

the TARTER, WEBSTER and JOHNSON, Inc. 

goes NO. 1 MONTGOMERY ST., SAN FRANCISCO, CALIFORNIA — P. O. BOX 1731, STOCKTON, CALIF. 
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Products .... Sales Aids .... Literature 
SEND FOR THESE: 





The Brainard Strapping System is 
the name of a folder showing Brain- 
ard strapping for cartons, crates, 
boxes and bales. Heavy duty steel 
strapping and tools are also illus- 
trated for carloads, truckloads, pal- 
lets and skidded shipments. Write 
Brainard Steel Company, Dept. AL- 
&BPM, Warren, Ohio. 


A 36-page Beaver Pipe Tools cata- 
log No. 49, is just off the press. 
Crammed with useful information, the 
new book lists a complete line of hand 
and electric power tools for cutting 
and threading pipe, bolts and con- 
duit. Illustrative material shows the 
tools as they actually look and cross- 
sectional drawings indicate the way 
the Beaver models function. Write 
Beaver Pipe Tools, Inc., Dept. 
AL&BPM, 349-749 Dana Ave., Warren, 
Ohio. 


How community planning imple- 
mented by planned mechanization of 
materials handling can create an ideal 
exclusive home for industry, is de- 
scribed in the current issue of the 
Material Handling News. Devoted 
entirely to the Fairfax Industrial 
District at Kansas City, Kan., this 
Clark Equipment Company quarterly 
bears the title, “Fairfax and Fork 
Trucks.” For copies write the Indus- 
trial Truck Division, Dept. AL&BPM, 
Battle Creek, Mich. 


A monthly memo book and work 
organizer for salesmen contains a 
short, inspirational message by one 
of America’s top-flight salesmen, a 
sharp-pointed cartoon intended to 
correct bad work habits, and 10 con- 
crete suggestions for getting busi- 
ness. In addition, this 48-page, vest- 
pocket-size book provides a page a 
day for the memos every salesman 
keeps, and an itemized record of the 
day’s expenses. Called “Sales Memos,” 
it is issued, with changes every 
month. For prices write The Dartnell 
Corporation, Dept. AL&BPM, 4660 
Ravenswood Ave., Chicago 40, Il. 


Uses for Rez, Monsanto Chemical 
Company’s clear, synthetic resin seal- 
er, are detailed in a progress report 
available from the company. Devel- 
oped specifically as a wood sealer, 
Rez seals wood cells against the 
entry of moisture by forming a hard 
penetrating film across the tiny ap- 
ertures in the cells. In addition to 
making wood dimensionally stable, 
minimizing grain raise and promot- 
ing a uniform finish, Rez is said to 
result in less absorption of stain, 
varnish, paint or enamel. The manu- 
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facturer reports that many softwoods 
conditioned with Rez will take a finish 
equal to that of expensive hardwoods. 
Other suggested applications and in- 
structions are included in the eight- 
page report. Write Monsanto Chemi- 
cal Company, Dept. AL&BPM, St. 
Louis 4, Mo. 


The prefabricated, all-metal “Hi- 
Dri” system of mow curing hay is 
illustrated in a new booklet which 
also includes the system’s outstanding 
features. These are: improves hay 
quality, beats the weather, reduces 
fire hazard, long life, lower cost, easy 
installation and removal, and com- 
pact storage. Write The Louden Ma- 
chinery Company, Dept. AL&BPM, 
Fairfield, Iowa. 


A Thirty-fifth Anniversary Cata- 
log features precision pressure regu- 
lators, temperature regulators, float 
valves, self-cleaning strainers, water 
gauges and steam traps. Dimensions, 
capacities, engineering tables and 
specifications are included. This equip- 
ment is specially applicable to dry 
kilns, dryer rooms, “Niggers” and 
carriages in the lumber mill industry. 
Engineers are invited to write for the 
catalog. It is No. 49. O. C. Keckley 
Company, Dept. AL&BPM, 400 West 
Madison St., Chicago, IIl. 


A new “Texoak” booklet giving full 
information on how to handle hard- 
wood flooring, including shipping and 
storing, also gives complete laying 


. instructions for all types of oak floor- 


ing under various conditions. A handy 
table tells how to arrive at the 
amount of hardwood flooring needed 
for any flooring area. Also included 
are official grading rules for oak 
flooring as approved by the National 
Oak Flooring Manufacturers Asso- 
ciation. For free copies write Texoak 
Flooring Company, Dept. AL&BPM, 
P.O. Box 480, Crockett, Tex. 


The Rapistan low-cost Floor-Veyor, 
Jr., is described fully in a new, four- 
page folder. The Floor-Veyor, Jr., is a 
versatile, economical power belt con- 
veyor, designed for interfloor, hori- 
zontal or inclined booster use; either 
combined with gravity conveyor or 
separately. It often substitutes for 
as many as three men on interfloor 
jobs, cutting handling costs to a mini- 
mum. The Floor-Veyor, Jr., unit will 
handle all types of boxes, bags, cans, 
cartons, and long or short pieces of 
merchandise. It is often used as a 
replacement for a condemned elevator. 
For copies of folder write The Rapids- 
Standard Company, Inc., Dept. AL&- 
BPM, 342 Rapistan Bldg., Grand 
Rapids 2, Mich. 








Olympic Face and Strike 
Plate Marker Sets 

“The fastest lock to install on the 
market,” is the claim made by 
Vimear Sales Company, exclusive 
distributors of Olympic cylindrica] 
locks and latches. This claim is 
made possible by the recent devel- 
opment of the Olympic face and 
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strike plate marker sets which are 
designed to cut face and strike plate 
mortises in door and jamb with one 
or two strokes of a hammer. The 
markers are formed steel with ac- 
curately ground cutting edges. An 
adjustable guide allows perfect 
alignment of the strike plate mark- 
er, and the face plate marker has 
a centering pilot for correct align- 
ing. A complete set of three mark- 
ers includes an extra marker for 
short face plates. Write Vimcar 
Sales Co., Dept. AL&BPM, P.O. 
Box 2395, Terminal Annex, Los 
Angeles 54, Calif. 


Overhead Panelray 
Heats Like the Sun 


Overhead Panelray, a new gas- 
fired heating unit, heats working 
areas like the sun heats the earth, 
according to Day & Night Division, 
Affiliated Gas Equipment, Inc. The 
new device utilizes infra-red rays 
and provides instantaneous heat 
that warms occupants and solid ob- 
jects regardless of air temperature. 
These healthful infra-red rays trav- 
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oe eee - but you CAN tell 
what kind of 


lumber ROSBORO 
will ship you 


You name what you want in Douglas 
Fir or West Coast Hemlock lumber— 
item, size, grade — and Rosboro de- 
livers. 


Rosboro specializes in service to lum- 
ber dealers—mixed cars, straight cars 
—of all regular yard items. 


Rosboro's timber is fine, old growth. 
Rosboro mill equipment is complete 
and modern. Rosboro assures you 
satisfaction. 


Specify Rosboro stock on your next 
order—and take the guesswork out of 
your buying. Item for item, grade for 
grade—Rosboro recognizes no supe- 
rior. 


DOUGLAS FIR 
WEST COAST HEMLOCK 


ROSBORO LUMBER CO. 


SPRINGFIELD, OREGON 














B ILDING PropucTts MERCHANDISER 


For FASTER PRODUCTION ... For elimi- 
nating REGLAZING . . . For QUICK SET- 
TING ... Like all BIDDLE Products, PER- 
MA GLAZE is produced under LABORA- 
TORY CONTROL assuring you of uniform 
consistency. PERMA GLAZE sets as it is 
applied. You can ship safely without dry- 
ing time. Your REGLAZING PROBLEM dis- 
appears with LABORATORY CONTROLL- 
ED PERMA GLAZE. It can't be matched for 
higher, better production. Fill in the cou- 
pon below for working sample. 


PLEASE SEND ME, WITHOUT OBLIGATION, A TEST SAMPLE OF 
BIDDLE LABORATORY CONTROLLED PERMA-GLAZE 
TO ATTENTION OF 


a a eS eT ee See 
NIE ectnistsincecncentalncciones sini 
eer 

ea ae... cliceiemiek : 


THE BIDDLE CO. Dept. LP-1 
612 S. MAIN ST., ST. LOUIS, MISSOURI 
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Western Wholesalers’ 
Mill Contacts 
Pay Off—For You! 


In constant touch with mills all up and down 
the coast, your Western Wholesalers know 
the specialties and strong points of the vari- 
ous western lumber producers with whom 


they work. 


Tell the leading Western Wholesalers below 
what you need. They will know what mills 
can handle your type of order promptly. 


Take advantage of the service offered by 
your Western Wholesalers. 





Pacific National Sales Co. 


West Coast Lumber 
Charles 8. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 














564 Market x San ooo 4, Cal. 





MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
WESTERN LUMBER ee 

Eastern Office € Warehous 
THE C. A. MAUK LBR. CO., TOLEDO, oO. 


Trio Lumber Co. 
DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 


Lumber 
Yeon Bidg., 





Tes ieee « OY 


Pertiend, Ore. 











Carter, sales director, 


similar problem areas, 


and working tools 
warmed by the penetrating rays. 
Absence of fans or blowers assures 


noiseless, draftless and dustless op- 


eration. Write Day & Night Divi- 
sion, Affiliated Gas Equipment, Inc., 
Dept. AL&BPM, Monrovia, Calif. 


Gun Tacker T-32 

Arrow Fastener Company an- 
nounces the new T-32 Gun Tacker. 
It is built of finest steel, precision 
locked, incorporates double-lever- 
age and safety lock and uses three 





different 


staple 
%4” and 5/16”. 
tener Company, Inc., Dept. AL&- 
BPM, 30-38 Maujer St., Brooklyn, 
N. Y. 


lengths: 3/15”, 
Write Arrow Fas- 


New 1950 "Packaged 
Advertising Plan" 


For several years, United States 
Gypsum’s dealer- distributed na- 
tional magazines, Popular Home 
and The Business of Farming, have 
concentrated on good will, customer 
contact, and rather low pressure 
selling because of the over sold 
market. Now — the 1950 plan fea- 
tures an aggressive change of pace 

. packed with hard hitting, sales 
generating features. 

Many new merchandising ideas 
have been designed to create 
greater store traffic for dealers, 





eling in a straight line and at the 
speed of light, can not be diverted 
by drafts or air currents, W. G. 
reported. 
When used in buildings which are 
entirely enclosed, the air is heated 
as quickly as with any other type 
of heater and natural circulation 
takes place, but warm floors and 
working areas are kept constantly 
comfortable by the direct infra-red 
rays. In its application to industrial 
installations such as warehouses, 
factories, garages, stores and other 
Overhead 
Panelray offers these advantages: 
By a series of louvres, the infra- 
red rays are directed downward. 
Cold spots are eliminated as floors 
are quickly 
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and to strike aggressively at 
the great repair and remodeling 
market. Whereas for the past few 
years many dealers have contacted 
only operative builders who sell 
large numbers of new homes, the 
slackening-off of new-home build- 
ing will require direct contacts 
with existing home owners who are 
widely scattered as personal calls 
on such home owners are limited, 
Dealers can mail Popular Home 
and The Business of Farming as 
sales agents to reach the homes of 
their prospects. The new plan in- 
cludes premium store traffic spe- 
cials, youth contests, actual remod- 
eling and building projects, archi- 
tects’ plans for readers through 
dealers, household how-to-do-ii 
stories, and a host of new activities 
to stimulate wider readership. 
Write United States Gypsum Con- 
pany, Dept. AL&BPM, 300 W. 
Adams St., Chicago 6, II. 


Home Uses Offer Excellent 
Market for Linseed Oil 


New uses for an_ established 
product give rise to a striking suc- 
cess story. Dealers report substan- 
tially increased sales of Pol-mer-ik 
Linseed Oil since introduction of 
the “101 Home Uses” theme, ac- 
cording to Archer-Daniels-Midland 
Co. The most marked gain has been 
in demand for the quart-size can, 
which carries a tab listing a variety 
of home uses for the product. By 
suggesting such uses as the rust- 
proofing of garden and lawn tools, 
preservation of wire screens, pol- 
ishing and preserving linoleum, etc., 
the important home market is being 
made aware of the versatility and 
practicability of Pol-mer-ik Linseed 
Oil as a household standby. Prod- 
uct-use studies by ADM research- 
ers led to the compiling of new uses 
for the product which had formerly 
been purchased mainly for its 
paint-reducing qualities. Resuits in 
test markets led to general adop- 
tion of the “101 Home Uses” sales 
approach, which has been particu- 
larly effective in influencing 
purchases by housewives. Write 
Archer-Daniels-Midland Co., Dept. 
AL&BPM, 689 Roanoke Bldg., Min- 
neapolis, Minn. 
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OREGON LUMBER 
COMPANY 


Baker, Oregon 


* Producers and Manufacturers 


Famous "John Day" 
Ponderosa Pine 


Since 1889 










Under a sustained yield plan. New 
trees are growing as fast as we 
harvest the mature ones — insuring 


continuous operation for the future. 
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“From Our Own Forests and Mills” 


Anything in 





Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 
Furniture Parts 
in fact, Anything in 
West Coast Woods! 














AND WHITE FIR 






1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 





Remanufacturing Plant: Klamath Falls, 


BiitpinG Propucts MERCHANDISER 


West Coast Woods 


Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 








Sawmills: Canby, Calif., and Anderson, Calif. 
Box Factory: Alturas, Calif. 










Make Your Own Selection 
of Quality Red Cedar Products 


IN ONE MIXED CAR 





— 


@ Portland Brand Shingles—all grades. 

@ Skookum Tru-Cut Processed Shake. 

@ Skookum Tru-Cut Stained Shakes Brush-Coated 
in five fast-selling colors: green, brown, gray, 
prime white and buff. 

@ Hand-split shakes. 

@ Patch-Pack— complete shingle repair kit. 


Saves time—saves money—order the quantity 
and selection you need. Write for new mixed- 
car plan today, or call TWinoaks 1183. 





PORTLAND SHINGLE CO. 


9038 N. DENVER AVE. PORTLAND 3, ORE. 
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PREFERRED BY 
4 of 5 INQUIRING 


DEALERS! 


Still... 


The newest, 
most advanced 
Combination 
Storm Window. 
and Screen on 
the Market 


Ito the 
NEW, ALUMINUM 


SECURITY iam 












Permanent —Self Storing 
Easy Finger-Tip Control 


Dealers and buyers agree on getting as much 
for their money as possible. The average 
home, can be equipped completely and per- 
manently for little more than cost of ordi- 
nary, old fashioned, cumbersome storm sash 
and separate screens. The sleek, trim, snug- 
fitting lines of the sturdy aluminum frame 
and panels assure the utmost of light and 
ventilation. Fits inconspicuously into the 
architecture of any home. Other popular fea- 
tures are: 


@ Compact three channelled frame per- 
manently installed. 

@ Self-storing panels raise and lower like 
ordinary windows. 

@ Window ventilation from top or bottom. 

@ No tricky adjustments or manipulation 
necessary. 

@ Panels never need be removed except 
for repairs. 

@ Easy cleaning and maintenance from 
inside of house. 

@ Removable sill for easy ledge cleaning. 

® en lock and weatherstripped. meeting 
rail. 


Self-compensating, standard sized frames fit 
most windows, can be easily and quickly in- 
stalled by one man. 


DEALERS: When you sell Security Sash, 
you sell long-time service and satisfaction! 














ASK FOR ATTRACTIVE 
DEALER PLAN NOW 


Write, wire or call Mr. Van 

Fleet direct. Personal at- 

tention given to all in- 

quiries. Working model 

demonstration, literature 
» and prices available. 


SECURITY SASH 
and SCREEN CO. 












1757 PURITAN + DETROIT 3 
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Brick, Drain Tile and 
Special Burned Clay Units 


Internationally-known as_ pav- 
ing brick producers, Purington 
Brick and Tile, Inc., today is spe- 
cializing in face brick, common 
brick, building and drain tile and 
special burned clay units for farm 
use. Increased production capacity 
is being developed around new tun- 
nel kilns, making possible impor- 
tant additions to the Purington line 
which has been widely distributed 
for 60 years. Write Purington 
Brick and Tile, Inc., Dept. AL& 
BPM, Galesburg, III. 


Tubular Gutter Screen 


The tubular gutter screen is a 
practical solution to the problem 
of keeping leaves, seeds, pine nee- 
dles and twigs from clogging gut- 
ters and leaders. Flexible five- 
foot sections of bronze mesh, in- 





ternally supported by a spiral brass 
spring, are simply laid the full 
length of the troughs, insuring 
free drainage and repelling foreign 
material. Leaves blow off or are 
kept dry until they disintegrate. 
The screen is said to eliminate 
further need for gutter cleaning. 
Standard 3-inch diameter tube fits 
any gutter up to six inches. Write 
Gutter Screen Manufacturing Com- 
pany, Dept. AL&BPM, Box 447, 
Newark, N. J. 


Olympic Offers Color Guide 
for Roofs and Sidewalls 


An entirely new idea in color 
selectors has been created by the 
West Coast Stained Shingle Co. for 
consumer use in selecting the color 
combination for roofs and _ side- 
walls from the 12 colors available 
in the Olympic Stains and Olympic 
prestained sidewall materials. The 
guide works on the principle of the 
slide rule, with openings in the out- 
er jacket for the color tabs to show 
through. The upper opening is for 
the roof colors and the lower for 
the sidewalls. Each color rule is 
in a separate tray and can be ma- 
nipulated to the left or right to 
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give the color effect desired. Write 
West Coast Stained Shingle Com- 
pany, Dept. AL&BPM, 1118 Leary 
Way, Seattle 7, Wash. 


Galvanized Steel 
Rain-Carrying Products 


Alabama Metal Lath Company 
has started production of galva- 
nized steel rain-carrying products 
which are being sold under the 
trade name of Alabama Fowr-A- 
Quality Rain Carrying Products. 
The company has equipped its plant 
to make these products in addition 
to the production of metal lath. In- 
cluded in the new line are conduc- 
tor pipe, both round and square; 
gutters, both half round and Style 
K; plain ridge roll, roof edge and 
eaves drip, roll valley, elbows, mi- 
tres, end pieces, gutter spikes and 
ferrules. These products are made 
from galvanized sheet steel unless 
otherwise specified. On special or- 
der, they are available in 16-ounce 
copper. Write Alabama Metal Lath 
Company, Inc., Dept. AL&BPM, 
Birmingham, Ala. 


New Cellar Drainer 


The new Barnes S-14 Cellar 
Drainer was designed for high ¢a- 
pacity at high heads. The pump 
delivers 1950 G.P.H. at a 15-ft. 
head and 1475 G.P.H. at a 25-ft. 
head. At a 1-ft. lift, the pump is 
said to put out 2825 G.P.H. The 
drainer comes equipped with a 
floatless switch mechanism which 
is minus the usual ball and switch 
rod. Instead, balanced floats of 
solid, long-life Neoprene are con- 
nected to the operating switch by 
a stainless steel cable. The switch 
mechanism is said to eliminate the 
possibility of float balls jamming 
or perforating and sinking. Write 
Barnes Manufacturing Co., Dept. 
AL&BPM, Mansfield, Ohio. 
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“The Plywood of ages Geauty 


BRINGS YOU EASIER SALES .. . and PROFITS 





PLYTEX is the beautiful new plywood paneling Ava 7 woe fe Fir in 3' x 6', 4’ x 6, 7', 8 


\)} ay 
Mii) thet i henge Basse cauiine ty Goal Ww | ow cos + and 9 interior and e xterior_ grades, Red- 
and three dimensional beauty plus ease of instal- wood PLYTEX a vide in 1/4 ‘—4' x 8' panels. 
og oo « OM bes ke d by a strong 4 fold sales Send for FREE samples, prices and details of the 
program ... make it a natural for every lumber profit building 4 fold sales program. 
dealer. 
1440 Willow Street 12555 —~ Road 
Chicago 22, Ill. Clev , Ohio 

















HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @® OAK 
STRIP © BLOCK 


Anaconda Copper 
Mining Co. 


Lumber Department 


“abo 
FLOORING Bonner, Mont. 
ey 
BROOM HANDLES * 
GRADED SAWDUST 
° Manufacturers of 
High Grade Northern Hardwoods 
* Ponderosa Pine, Fir and 
Custom Kiln Drying Larch Lumber 
* 


Members: M. F. M. A. N. H. L.A. N. H. & H. M.A. 


OCOnTO, WISCONSIN 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 

















Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








Buitoinc Propucts MERCHANDISER 
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“Temlok" Products Receiving 
Two Coats of Paint 

Armstrong’s Temlok interior fin- 
ish products, including panels and 
plank have an improved paint sur- 
face. The materials are now re- 
ceiving two factory coatings of an 
improved paint in place of the pre- 
vious single coating. The extra 
coat results in a substantially im- 
proved appearance and has _in- 
creased resistance to fingerprinting 
and soiling during application of 
the material. Temlok panels and 
plank, with the improved painted 
surfaces, are now easier to clean 
without smudging the paint sur- 
face. The increased thickness of 
the paint has resulted in warm, at- 
tractive color tones and has mini- 
mized the shade variations normal- 
ly encountered in fiberboard prod- 
ucts. The new Temlok plank sur- 
face is lighter in shade, now being 
designated as ivory, rather than 
buff. Write Armstrong Cork Com- 
pany, Dept. AL&BPM, Lancaster, 
Pa. 


Union Metal 
Pallet Rack 


An improved product in the ma- 
terials handling line is the open- 
side Pallet-Rack (Design No. 
J-220-Y5). The pallet-rack can be 
used to tier unit loads of odd shapes 
and sizes. It also provides extra 
protection for the handling and 
tiering of frangible materials by 
eliminating the possibility of prod- 
uct damage. Open sides make the 
materials easily accessible, an ad- 
ditional advantage in storing or re- 
moving materials and taking stock 
inventory. The Union Metal pallet 


rack is available for both heavy 
and light loads, the ones illustrated 





Le), 2A 








having successfully handled 6,000 
pound loads of tool bit forgings 
since 1944. When tiered 4 high, the 
pallet-rack easily accommodates 
stacked loading exceeding 24,000 
pounds. Write Union Metal Man- 
ufacturing Co., Dept. AL&BPM, 
Canton, Ohio. 


New "Over-the-Top" 
Garage Door Unit 

A new, low-priced overhead gar- 
age door unit will fit opening 8 ft. 
wide by 6 ft. 8 in. high and re- 
quires only 2 in. headroom. The 
24-panel-plywood door is pre-fitted 
and pre-bored at the factory for 








quick, easy installation . .. is 
water-repellent and toxic treated to 
resist rot. The new Over-the-Top, 
No. 77, unit contains all necessary 
hardware, including steel weather- 
stripping. Special features are easv 
lifting action, rigid lifting arms, 
extra-powered springs, ball-bear- 
ing hangers and simplified installa- 
tion. Automobile-type handle lock 
furnished at slight additional cost. 
Write Frantz Manufacturing Com- 
pany, Dept. AL&BPM, Sterling, Ill. 


Portable Workhorse 
Features Folding Legs 
Retractable legs fold in to tuck 
under the top rail of this folding 
workhorse (patent pending). When 
folded, the workhorse— measuring 
only 8 inches square by 3% feet 
long—is very convenient to carry 
and can be stored upright in less 
than a square foot of floor space 
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or kept in an auto trunk, closet 
shelf, etc. Fool-proof non-mechani- 
cal operation based upon a special 
bolt permits instant setting up or 
folding away without any tools, 
Open, the workhorse stands 2 feet 
high on a 3% foot lengih. Write 
Folding Workhorse Company, Dept. 
AL&BPM, P. O. Box 63, Long 
Branch, N. J. 


Versatile Storage Bin 


The all-welded steel Flexi-Bin 
designed to fit the needs of most 
parts storage situations, is assem- 
bled without use of nuts or bolts. 
One unit is based upon an assem- 
bly of back, sides, top and bottom, 
measuring 36x84x12 inches; shelves 
slide in place of 1% inch centers; 
sloping shelf dividers in four 
heights between 154 inches and 
64g inches snap into place at de- 
sired widths; sloping front trays 
are available to assemble 4, 6 or 9 
to a shelf and dividers for trays 
slide into place on 2 inch centers, 
label holders snap on front of 
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OZARK 





1927 «= BRAND -=- 1949 
OAK FLOORING 








Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


is accurately 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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No. 214 HANGERS 


| For brick, veneer and stucco buildings where 
there is no space at the top of the casing. No 
part of hanger extends above screen or storm 
sash. Hanger hooks are mortised into sides of 












HARDWARE 


=,in black, aluminum or 
brass. 


No. 20 Gossett Hangers... 


For full length window screens and storm windows. 
Upper pieces (hooks) are made in rights and lefts, 
wth flanges which guide the eyes into place. 
pieces (eyes) are curved, with large openings which 
engage hooks easily. 


Order from your jobber. 


. . finished 


Lower 


No. 2-F STORM 
SASH FASTENER 


Locks storm windows and 
also holds them open for 
ventilation. 
rights and lefts, for use 
on either side or at bot- 
tom of sash. Finished in 
black Japan or Cadmium 
plate. 
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SCREEN and STORM SASH 
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Write Dept. AL-3 for free catalog. 
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FREE! 
SALES HELPS 


Attractive advertising mats designed to help you 


get more business. 


Use them in your local newspapers, other publica- 


tions or printed literature. 
Absolutely free to dealers stocking Western Pines.* 


Send for folder illustrating complete mat assortment 


so you can order just what you want. 


WESTERN PINE ASSOCIATION 


510 Yeon Building Dept.101D Portland 4, Oregon 


*These are the Western Pines 
*IDAHO WHITE PINE *PONDEROSA PINE 
*SUGAR PINE 
These are Associated Woods 
LARCH +« DOUGLAS FIR +© WHITE FIR 
SPRUCE +» CEDAR * LODGEPOLE PINE 


Well manufactured—thoroughly seasoned—care- 
fully graded — by all Association member mills 
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shelves and trays. 


Write Bor- 
roughs Manufacturing Co., Dept. 
AL&BPM, Kalamazoo, Mich. 


Multi-Purpose Gun 

The Hydro-Flo Corp., announces 
a lightweight multi-purpose gun 
that attaches to an ordinary gar- 
den hose for the dispensing of liq- 

























































SMART APPEARANCE 


and 


long Life 













MAKE HA L PINE 


SECTIONAL DOORS 


@ 4¢ 


Solve garage door problems by in- 
stalling trouble-free HALL pine sec- 
tional doors. Full ball bearing rollers 
and pulleys insure smooth, quiet op- 
eration, and the sturdy overhead track 
assembly with counter-balanced coil 
extension springs make opening and 
closing a “‘finger tip’’ operation. 


Made by craftsmen. the stiles and rails 
of HALL doors are mortised and ten- 
oned, pinned and glued to provide 
long lasting service. Quality-built for 
easy installation, HALL doors reach 
you in a convenient, easily assembled 
set including track, door sections and 
all necessary hardware. 










































































































HALL pine sectional doors are attrac- 
tively priced and are available in va- 
rious sizes to fit garages anywhere. 

















For complete information write: 


HALL ENTERPRISES 


Casco, Wisconsin 












































uid or powder detergents fertiliz- 
ers, insecticides, weed-control, ete. 
The gun operates on a simple water 
activation principle, not to be con- 
fused with common siphoning, 
and will be marketed under the 
trade name of “Flo-Jet.” Tests 
have proved Flo-Jet for a variety 
of washing and rinsing uses such 
as the cleaning of cars, trucks, 
garage and basement floors, walls, 
porches, screens and even house 
sidings. Sprays, fertilizers, in- 
secticides and weed-controls have 
also been’ successfully applied 
through the medium of Flo-Jet. 
Write Hydro-Flo Corp., Dept. 
AL&BPM, 512 Hippodrome Bldg 
Cleveland 14, Ohio. 


Atlas 24" Ball Bearing 
Jig Saw 

Whatever the cut or type of ma- 
terial—wood, composition, plastic, 
fibre, bone, ivory or metal—the 
new Atlas 24” Jig Saw is engi- 
neered and built to handle the job 
rapidly and at low cost. The saw 
has an extra-heavy base, overarm 
and table, plus a precision drive 
that keeps vibration at a minimum 
for smooth cutting. The 14” x 
14” ground iron table is supported 
by large trunnions spaced 934” 
apart—a rugged support for heavy 
stock. The four speeds—570, 858, 
1220 and 1658 RPM—provide the 
correct speed for every operation. 
Easy-to-adjust chucks take all 
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types of blades and sabres up to 
5/16” wide and machine files up 
to 4” wide. For illustrated cata- 
log write Atlas Press Company, 
26011 N. Pitcher St., Kalamazoo, 
Mich. 


The Improved Kitchen-Aire 
Exhaust Fan 


Stewart Manufacturing Com- 
pany, the manufacturers of Kitch- 
en-Aire domestic exhaust fans, an- 
nounce the following major im- 
provements in that unit. 1) 
Stamped aluminum impeller instead 
of casting. 2) Motor mounted on 
neoprene gromets eliminating pos- 
sibility of any vibration between 
motor and motor mounting. 3) 
Angle mounting post, used instead 
of straight post, thereby strength- 
ening motor mounting and elimi- 
nating. motor shifting. 4) A new, 
specially designed counter-balanced 
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back-draft damper, which elimi- 
nates chatter, it is of stamped 
aluminum and has overlapping but- 
terfly. For complete details write 
Stewart Manufacturing Company, 
Dept. AL&BPM, 3205 Washington 
St., Indianapolis, Ind. 


Interlocking Plastic 
Wall Tile 


Pittsburgh Interlock plastic wall 
tile, available in 15 new colors, of- 
fers the decorator hundreds of 
beautiful combinations. The colors 
can’t fade or wear off because they 
are molded solid. Manufactured 
from Polystyrene, which does not 
contain or absorb moisture, the tile 
is excellent for shower installation, 
kitchens, game rooms, powder 
rooms, food stores, restaurants, etc. 
Light in weight, it can be installed 
on any straight, structurally sound 
wall or ceiling area. For descrip- 
tive folder with color chart, write 
Jones & Brown, Inc., Dept. AL& 
BPM, 439 Sixth Ave., Pittsburgh 
19, Pa. 
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Lumen 
Market Analysis 


Current Statistics on 
Output and Distribution 

Lumber shipments of 413 mills reporting to the 
National Lumber Trade Barometer were 4.7 percent 
below production for the week ending August 6, 1949. 
In the same week new orders of these mills were 6.2 
percent below production. Unfilled order files of the 


reporting mills amount to 31 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 21 days’ production at the current rate, and 
gross stocks are equivalent to 65 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.1 percent above production; orders 
were 2.6 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 31.3 per- 
cent above; shipments were 29.9 percent above; or- 
ders were 25.5 percent above. Compared to the cor- 
responding week in 1948, production of reporting 
mills was 8.5 percent below; shipments were 8.8 per- 
cent below; and new orders were 4.6 percent above. 


Southern Pine 

Production of the 103 mills reporting to the South- 
ern Pine Association for the week ending August 6, 
1949 totaled 15,571,000 feet, or 9.63 percent below 
the three year average for the same mills. Orders 
amounted to 18,907,000 feet, 21.42 percent above pro- 
duction and 9.73 percent above the three year aver- 
age. Shipments totaled 16,173,000 feet, or 3.87 per- 
cent above production for the period. Shipments ran 
6.13 percent below the three year average. 


Western Pine 


The 93 mills reporting to the Western Pine Asso- 
ciation for the week ending August 6, 1949 cut 66,- 
171,000 feet compared with 61,759,000 feet for the 
same period a year ago. Orders for the week totaled 
56,844,000 feet, or 14.1 percent below production. 
Shipments amounted to 63,124,000 feet, 4.6 percent 
below production. Gross stock stood at 833,130,000 
feet at the week’s end, and unfilled orders at 178,033,- 
000 feet. 


In the Market Centers 

TACOMA—tThe mid-summer doldrums still have 
the local lumber market in a firm grip and there is 
relatively little activity for this season of the year. 
Although there are some inquiries, buying seems con- 
fined strictly to must requirements. So far there has 
been little indication of any price drop, but a strong 
feeling prevails that present levels cannot be main- 
tained. Unquestionably this is having a depressing 
effect upon the market generally. Despite the pro- 
longed dry spell, there have been no forest fires of 
really major proportions. However operators are con- 
tinuing to keep their fingers crossed, for they realize 
that the situation still is critical. Nevertheless pro- 
duction continues at a fairly high level and log sup- 
piles are accumulating steadily. This is considered 
a good omen for Fall business. Local building is 
maintaining excellent volume, particularly in rural 
areas where demand for structural material is good. 
Rail lumber movement is fairly steady, keeping up 
With such orders as are being booked. Waterborne 
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SITKA SPRUCE 
Lumber and Box Shook 


RAYONIER 


INCORPORATED 


LUMBER DIVISION 


P. O. Box 540 
Hoquiam, Washington 





RAIL AND CARGO SHIPPERS 


Formerly operated as the 
Polson Lumber and Shingle Mills—now the 
Lumber Division of Rayonier Incorporated. 

















Not The Largest—but 


THE SOUTH'S MOST MODERN 
LUMBER MANUFACTURING PLANT 


With ample forest reserves, newest ma- 
chinery throughout, streamlined production 
methods, and ' ‘teamwork-management”’ by 
experienced Lumbermen, Dargan is perhaps 
the South's finest 
source of: 

@ Finish @ Ceiling 
@ Flooring @ Siding 
@ Boards @ Mouldings 


C= DARCAN=E 


Trade Mark Registered 





Wire or write today for lat- 
est price and stock lists. Ask 
for your free copy of new, 
illustrated brochure, ‘From 
Tree Farm to Finish, Dargan 
Lumber is Superior." 





Dargan's Swedish Gang Saw— 
one of about five in operation 
east of the Mississippi. 








DARGAN LUMBER MANUFACTURING G COMPANY 
Gang Mill - ee Mason ad 1 CONWAY, S.-C 
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SERVICE 


ON PLYWOOD AND OTHER 
OUTSTANDING BUILDING PRODUCTS 


Rely on Fiddes-Moore for your building supply needs and be 
assured of satisfied service. You'll appreciate the prompt, 
courteous attention given your orders, the twice-inspected qual- 
ity of our products and the fast delivery service by truck or rail. 


You can always depend on Fiddes-Moore for the newest in 
outstanding products to help you profit. Note these leaders: 


qo | NEW HASKO BIRCH FLUSH DOORS... 
00 Finest quality Arch-Kor doors for beautiful, natural 
= finish . . . also, a complete selection of popular Fir 


interior and exterior doors. 

























CONSOWELD—CHROMTRIM... 


Beautiful, durable Consoweld plastic laminates in rich 
solid colors and newest patterns for counter, sink and 
bar tops, dinette tables, paneling, etc. ... A fast seller 

. Distinctive Chromtrim metal mouldings of all types. 


iy J 

Other outstanding products include Armstrong’s Cushion- 
tone Acoustical Tile, now available to lumber dealers for 
the first time . . . Armstrong’s nationally famous Fiber- 
glas insulation and Temlock products . . . Westbilt 
Kitchen Cabinets . . . Overhead garage doors . . 
Beautiful Baylaun Philippine Mahogany and other Fir 
and Hardwood Plywood. 


DIRECT MILL SHIPMENT 
PLYWOOD AND DOORS IN CARLOAD LOTS! 


FIDDES-MOORE & CO. 


4950 STATE LINE AVE., HAMMOND, IND. 
Telephones: SOuth Chicago 8-9223 (Chicago) @ Russell 2350 (Hammond) 
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RAINY LAKE LUMBER CO. Ltd. 


pT rT mel Ir) 
2020 Chicago Title & Trust Bidg., CHICAGO 2, ILL. 
Selliog the Prodwcts of J. A Maetbiew. Lid. Reiey Lote. Ost. 
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LUMBER MARKET 


movement however seems definitely off. Only two 
shipments of any consequence were announced during 
the past week. One, of 400,000 feet, for New York 
and Boston was loaded by the Steamer Mount Grey- 
lock after being barged here from the Simpson Log- 
ging Company mill in Shelton. The other was being 
loaded here today at the Defiance mill by the Old 
Dominion State, which arrived from Everett. The 
shipment is destined for European ports. 


BALTIMORE—A new upward trend has just been 
reflected in the Southern pine market, beginning in 
the last week of July and being confirmed in dealings 
reported by Baltimore yards since. While the reversal 
is not large, it is the first such change in many 
months. Some dealers say they do not attach too 
much significance to it. Nevertheless, the price 
change has occurred throughout the East Coast, ac- 
cording to local yard operators, and furthermore, 
Southern pine’s opposite number in cheap construc- 
tion lumber, fir from the West Coast also is showing 
a corresponding rise. Latest prices in Southern pine 
as shown by a check of several dealers reflect the 
following Baltimore delivered prices for the past 
few weeks: For 2 x 4 x 8, was $53 per M, now $55; 
2x 4x 10 to 12, was $51, now $55; 2 x 4 x 14, un- 
changed at $55; 2 x 4 x 16, was $66 now $65. 


KANSAS CITY—Contributing to the modest im- 
provement in the demand for lumber and strength 
in prices were the fact that retail inventories were 
at a low point, weather conditions curtailed produc- 
tion and a more aggressive summer home construc- 
tion program resulted in larger needs. The general 
price structure was firm with increases rather spotty. 
Some grades showed no change over the levels of a 
few weeks ago, while others, notably wide dimensions 
and 8-inch boards of yellow pine, have been marked 
up $1 to $2 a thousand. The hardwood market still 
was unsettled and prices covered a wide range. The 
furniture and box makers have not increased their 
commitments for supplies. Some mills were sticking 
to the old price lists and have not moved their hard- 
woods. For instance, No. 2 gum was quoted by the 
larger mills at around $24 a thousand. 


The elimination of more marginal operators is 
said to be one of the reasons for some of the firmness 
in prices. The larger and better financed mills are 
again receiving orders formerly given to the little 
mills which were willing to shave prices a little. Mills 
were quoting 1 x 8 No. 2 kiln-dried boards at $62 to 
$65 and 1 x 6s at $60. Air-dried stocks were about 
$2 cheaper. The dimensions generally showed prices 
of $55 to $60 for 2 x 4s; $60 to $62 for 2 x 6s; $62 
to $65 for 2 x 8s; $70 for 2 x 10s and $72 to $75 for 
2 x 12s. The Federal Reserve Bank of Kansas City 
reports that inventories of 168 yards in the South- 
west in the first half of 1949 were 1 percent less than 
a year ago. Sales were down 10 percent from a year 
ago. Sales of all materials by these yards showed a 
gain of 4 percent in the first half of the year. Sales 
of wholesale lumber dealers in the six months of this 
year were 13 percent less than in the like 1948 period, 
the bank reported. For 2 x 6 x 8 to 12, was $59, 
now $56 to $65; 2 x 6 x 14 to 16, was $62, now 
$62.50 to $65; and other prices similar. 
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Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for 
Quality Products 


Distributed through the Whole- 
sale Trade exclusively. 

















PAUL BUNYAN'S VACATION 


Paul played as hard as he worked. His fishing was a major project. 
Nowadays year-round production keeps him busy. 


WELL BALANCED STOCKS ON HAND 
INQUIRIES WELCOME 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir 
SUSANVILLE 


TRADE-MARK 


Incense Cedar 


CALIFORNIA 





REGISTERED 

















{ Successors to Shevlin Pine Sales Company } 


SHEVLIN-McCLOUD LUMBER COMPANY 








DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. L. S. Pat. Off. 


SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 


SPECIES 


PONDEROSA PINE 


(PINUS PONDEROSA) 
EXECUTIVE OFFICE 


Bend, Oregon 


"Member of the Western Pine Associa- 
tion, Portland, Oregon. 











900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 














NEW YORK CHICAGO SAN FRANCISCO 











ST wea, 2S Sa 
SANTIAM LUMBER COMPANY 
SWEET wi a LEBANON 
OREGON 


"Santiam” Grand 
Old Growth Yellow Fir . Upland Hemlock 
TIMBERS — BUNDLED UPPERS DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


MIXED CARS 
ANNUAL CAPACITY — 100,000,000" 
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“The SYMBOL of 
FINE INSULATION 
for HOME and INDUSTRY” 


BUILDING WHOLESALERS 
and LUMBER DEALERS ... 


you will be proud to handle this dis- 
tinctive line of insulation products— 


FULL-THICK BATTS 
SEMI-THICK BATTS 
BLANKETS 
POURING WOOL 
LOOSE WOOL 


Available in straight or mixed truckloads 
or carload shipments. 


All our products made from a choice 
blend of minerals, tried and proven for 
over 75 years! 


“Keeps Heat where it belongs” 


UNITED STATES MINERAL WOOL COMPANY 
South Milwaukee, Wis. Stanhope, N. J. 
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Guaranteed 90% Red Heart or Better 
Only SUPERCEDAR is of 100% oil content 
the same uniform high Suggest Cedar Lined 


oe cee Closets to Every Home 
package to contain Builder. There is 
tga py hag Nothing Better than 
oil ‘content — 
which produc- 
es the pleas- 
ing aroma. 












SEALED 
PACKAGED ; 
LABELED specifying cedar lined 

closets today than ever— 

and Brown's SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects, architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 

Packaged and sealed with the 
Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 


GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Two Firms Producing 
Firestone Velon Screening 

The Firestone Plastics Company is 
no longer engaged in the direct manu- 
facturing and selling of Firestone 
Velon Screening. Under a new ar- 
rangement the screening will be pro- 
duced and sold by The Swift Manu- 
facturing Company, Columbus, Ga. 
and The Plastic Woven Products Co., 
51 Camden St., Paterson, N. J. 


National Hardware Show 
93% Sold Out 


The National Hardware Show will 
be held at the Grand Central Palace, 
New York City, October 12, 13, 14 & 
15. According to Frank Yeager, man- 
aging director, the show is 93% sold 
out. 

The Fishing and Hunting Division 
is three times the size of last year’s 
exhibit, and undoubtedly will be the 
largest array of Fishing and Hunting 
Equipment ever assembled at any 
one time. 

The exhibits on both power and 
hand tools will also be far greater 
than anything shown in the past. 
There will be four full floors of hard- 
ware with over 400 products being 
shown to the trade for the first time. 


Lake Shore Buys Chicago 
Automatic & Kewanee 
Conveyor Lines 


F. A. Flodin, president of Lake 
Shore Engineering Company, Iron 
Mountain, Mich., announced his com- 
pany’s purchase of the Chicago Auto- 
matic Conveyor Company of Chicago, 
and the Conveyor Division of the 
Kewanee Machinery and Conveyor 
Company, Kewanee, Ill. These two 
additions closely follow the recently 
announced purchase of the Coaltoter 
Conveyor line from Material Move- 
ment Industries, Skokie, IIll., and now 
make Lake Shore one of the largest 
manufacturers of portable conveyor 
equipment in the country. 

The Chicago Automatic line of Red 
Devil, Powerpul and Coalmaster units 
includes belt and drag conveyors, un- 
loaders and hikers for coal and ma- 
terial yards. The Kewanee line is 
also complete for coal and material 
yards and includes unloaders, yard 
conveyors and retail delivery con- 
veyors. The previously announced 
Coaltoter line consists of lightweight 
portable bulk and package conveyors 
for retail delivery and miscellaneous 
yard work. 

All equipment will be manufactured 
at the Lake Shore plant in Iron Moun- 
tain, Mich. Owners of Chicago Auto- 
matic, Kewanee and Coaltoter ma- 


August 


VYlames in the News 


chines may secure parts and service 
from Iron Mountain or at the com- 
pany’s Chicago branch, 350 N. Hard- 
ing St. 


Bird Receives 
A. S$. T. M. Award 


Stanlie Sallie, chief chemist, Build- 
ing Materials Division of Bird & Son, 
Inc., East Walpole, Mass., acted for 
the company in receiving an award 
from the American Society for Test- 
ing Materials at the Society’s recent 
annual meeting in Atlantic City. The 
award recognized 40 years of contin- 
uous membership and participation in 
the work of the society by Bird. In 
commenting on the award, Mr. Sallie 
said, “Bird & Son is gratified to re- 
ceive this award which is in effect a 
recognition of a mutual interest in the 
constant search for uniform quality 
and improved materials.” 


Humphrey Pennyworth's Trip 
Sponsored by Mullins 

Humphrey Pennyworth, the lovable 
and fabulous character that Ham 
Fisher created as a pal for Joe Pa- 
looka, has come to life. 


RTLAND WAR 


LIONS CLUB gajenes 
OHIO 





MARSHALL ADAMS, advertising and 
sales promotion manager of Mullins Man- 
ufacturing Corporation, greets Humphrey 
Pennyworth (alias Howard Hector of 
Cortland, Ohio), just before Humphrey 
and his Humphreymobile embarked on 
a tour of 28 Eastern cities. 


Touring 28 Eastern cities in July, 
and taking part in the Lions Interna- 
tional Convention in New York, 
Humphrey’s trip with his strange 
Humphreymobile was sponsored by 
Mullins Manufacturing Corporation, 
makers of Youngstown Kitchens, and 
the Lions Clubs of Cortland and War- 
ren, Ohio. The rotund Humphrey 1s 
really chicken farmer, Howard Hec- 
tor of Cortland, who bears a remark- 
able resemblance to the comic strip 
character. 

Much of the Ohio Lions’ space at 
the convention in Madison Square 
Garden was taken up with a Youngs- 
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Now Y | 
You Can Profitably Sell 
Plastic Tile / 


TILE-RITE &°““watt TILE 


HAS PIONEERED THE WAY 

WITH A QUALITY PRODUCT 
OFFERS YOU TESTED 

METHODS OF MERCHANDISING 








SELL FOR BOTH 
OVER THE 
COUNTER 


application by 

purchaser - or 

as a complete 
installation 


SEND TODAY for INFORMATION 


- Let us show you how to add ener 

volume sales -- sell other of your od 
while companion items -- all with little 

or no. adde stock investment. 


THE TILE-RITE COMPANY 


5109 Euclid Ave., Cleveland 3, Ohio 
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SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
-uget Sound plant. Moisture-resistant “hot press” Exterior 
ouglas Fir Plywood is a specialty with us. 

Soundbilt" Plywood is as carefully manufactured as any ply- 
ood can be. Every step in the manufacturing process is in 
ccordance with the latest accepted principles. Supervision is 
ose and systematic. 

fake “Soundbilt" your standard in buying Douglas Fir Ply- 
ood. Consult us on your requirements today. 


2uceT Sounp P ywoop, Nc. 


Tacoma 2, Washington 
| oa 
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Economital 
Construction 


Weather Tight 
Windows 


2 Permits Larger 8 Modern, 
Sash Area Attractive 
Appearance 
3 _— ree 9 R ugged 
Operation Construction 


4 Windows Per- 10 Uniform Mortise 
fectly Balanced Size 
11 Patented Adjust- 
able Device 
12 Lifetime 
Guarantee 
THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship or 


5 Permits Modern 
Window Design 


6 Quick Installation 


materials for the lifetime of the building in 


which they are installed. 


WRITE FOR LITERATURE 





MANUFACTURING CORPORATION 


MOCHESSER: oF N. Y., ‘U.S. A. 


PUA 


Majestic 
UNDERGROUND 
GARBAGE RECEIVER 


Takes the eye of every 
home owner—because it 
rele RM ColucaU sam delcmerelertelehin 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it’s 
handy! Foot-operated lid 
prevents foul odors, keeps 
out pesky insects and 
pets. Top and outer shell 
guaranteed 10 years. 
User recommended for 
33 years. A real money- 
saver—inside garbage 
can lasts 3 to 4 times 
longer than ordinary 
garbage can. Ideal 
for storage of cans, 
bottles, etc. Many 
sizes. Write today 


The Majestic Co.,102-D Erie St., Huntington, Ind 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 
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Na: 1tionally Known and Advertised for Over 40 Years 
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town Kitchen display, and Youngs- 
town equipment was given as prizes 
from the booth. 


Mills Modeled in Miniature 


Visitors to Weyerhaeuser millsites 
in the Pacific Northwest now can pre- 
view their educational trips through 
the company’s sawmills, plywood 
plant and pulp mills. Plant models 
finished in wood have been installed 
for Weyerhaeuser guests at branch 
operations in Everett, Longview, and 
Snoqualmie Falls, Wash., and Spring- 
field, Ore. These true-to-life minia- 
tures give the visitor a_ bird’s-eye 
view of how conveyor systems inte- 
grate advanced utilization plants for 
maximum wood recovery. 

The precision-built models are a 
special feature of the guided tours 
given daily at Weyerhaeuser plants 
during the summer months and by ar- 
rangement at other times. They real- 
istically duplicate processing facilities, 
including steamships at loading docks 
and tiny logs in ponds and on log 
hauls leading into sawmills. 

Constructed on a scale of one inch 
to about 75 feet, each model is a self- 
contained unit weighing about 70 
pounds. The 3’x4’ carrying case, 8%” 
deep, converts into a display table by 
means of folding legs and can be 
readily transported in an automobile. 
Model buildings, scaled from detailed 
drawings, are constructed of gum- 


wood and poplar. One small building 
may contain 25 separate pieces. The 
Longview, Wash. model is made from 
over 3,000 individual wood pieces and 
is contained in three carrying cases. 

Table and model bases are con- 
structed from Douglas fir plywood 
and lumber. Ground areas are given 
a texture coat sprayed with earth-red 
colors. Water surfaces are similarly 
finished to create an illusion of depth. 

Each model is equipped with illu- 
minated plexiglass signs on principal 
buildings, individually controlled from 
a master control panel on the case. 
In explaining tour features, the guide 
can “highlight” designated buildings 
for the benefit of guests. 


Industrial Packaging and 
Materials Handling Exposition 


Over 80 leading manufacturers of 
packaging and materials handling 
equipment and components have an- 
nounced that they will exhibit at the 
Fourth Annual Industrial Packaging 
and Materials Handling Exposition 
on October 4, 5, 6 in Detroit. C. J. 
Carney, managing director of 
SIPMHE, anticipates a total atten- 
dance at the Exposition and sessions 
of over 7000 people, based on present 
indications. 

The 1949 Exposition includes ac- 
tive cooperation by Wayne University 
in Detroit. This constitutes the “In- 
stitute” activity of the Exposition, 
and will include 16 specialized dis- 


cussion sessions, lecture sessions, and 


panels, scheduled from Octobe: 
through October’ 7. 


ment, and from the business press. 


The Detroit session will be held at 
Complete informa- 
tion and registration blanks are ob- 
tainable from SIPMHE national head- 
quarters at 20 West Jackson Blvd., 


Convention Hall. 


Chicago 4, Ill. 


New Staff Member Added 
To College of Forestry 


New York State College of Fores- 
try, Syracuse, the world’s largest pro- 
fessional forestry school, has created 
a new post in its Department of For- 
est Extension and appointed James 
M. Owens extension specialist in wood 
Mr. Owens, who gradu- 
ated from the college in 1938, has 
first-hand experience in the fields he 
will help the college serve and will 
travel the state as liaison between 
school and industry’s 1,620 wood-us- 


utilization. 


ing firms. 


Conversion, distribution, retail mer- 
chandising, and light construction of 
long-established major 
By the terms 
in 1911, 
the college’s research facilities and 
knowledge can be shared by private 
industry. The college is soon to have 
a new building devoted to forest prod- 


wood are 
courses at the college. 
of its charter, granted 


ucts and wood utilization. 


Outstanding 
speakers have been secured from vari- 
ous industrial fields, retail manage- 











Howl NEW 





CAPITOL STREAMLINE 


4 FLUSH-PANEL U8 
AUEL... For Faster Sales 








Here’s a new and beautiful Sectional garage door that has 
every superior feature of design and workmanship. Streamline, 
flush panels electrically bonded to frames, (Not nailed) Insures 
rigidity which prevents warping and distortion. 


Dialectric heating, under tremendous pressure, in a High 
Frequency Heating Unit forms a complete fusion, or bond — 
Equalized “pull” or “strain” 
A stronger, longer lasting, super- 
quality door combining beauty and long life with economy. 


Same easy-to-install hardware is used on all Capitol Taper 


impervious to rain, snow or ice. 
at all points of the section. 


Seal doors. 


Ruggedly and more substantially constructed — and they’re 


Priced to sell — but fast. 


NOTE THESE MANY SUPERIOR FEATURES 


Modern Beauty - Streamline - Flush 
Panels - Dialectric Bonding - Equal- 
ized “Pull” or “Strain” - Balanced 
Action -  Ball-Bearing Rollers - 
Feather Touch” Operation - Taper 
Seal Weather Protection - Rugged 
Construction - Easy Installation - 
Long Life - Reasonably Priced. 


See Your Lumber Dealer or Write 
Us For Full Information and Prices. 


CAPITOL PRODUCTS 


118 South Third St. 


Telephone 7838 
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SAW REPAIRS 


We Do All Kinds of Circular Saw Repairing 


: Our specialty is cutting down worn out Inserted Tooth Saws 





BETTER saw. 


Distance is no Barrier. 
state, because, after 50 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 


and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 


We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw a 


We have customers in almost every 





ee) 











Sizes Available 
8'0"x7'0"x134” 
8'0"'x7'6"x13/4" 
8'0’’x8’0"’x134" 
9'0°°x7'0"x13/4," 








Springfield, Il. 





BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now im Our New Larger Moaern Plant at 5237 E. Marginal Way 


SEATTLE, WASH. 
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POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 
Vancouver, British Columbia 














Old Growth DOUGLAS FIR 








RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


— White Pine Ponderosa Pine 











~ 


OUGLAS | aj 
Piwest COAST H 


STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


Prompt G Dependable 
Shipment Values 
rm THE GRISWOLD LUMBER 60., 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 

















White Fir 
Cedar 
YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. Log stop and Loader . . Shotgun steam feeds 
. Automatic feed table for planing mills. Write 
for ‘catalog and ‘Power House’. 


F huale shan om < LA 
Pp ga am 
CORP. me a 


i 





AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet ay 





OMAK-KWALITY. 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. B. F. Taylor Mr. _ M. Tripp 

No. 24 Welwyn Road P. Box No, 85 

Great Neck, L. L., Crystal Lake, Ill. 
New York 


Member Western Pine Assn. 


















Owen Cheatham Presents Wedge 
Award to General Marshall 
General George C. Marshall: was 
presented with the Wedge Award for 
1948 by Owen R. Cheatham, presi- 
dent, Georgia-Pacific Plywood & Lum- 
ber Co., “for his magnificent contribu- 
tion of a plan of European economic 
recovery which provided the founda- 


GENERAL GEORGE C. MARSHALL, 
left, was presented with the Wedge 
Award for 1948 by Owen R. Cheatham, 
right, president, Georgia-Pacific Plywood 
& Lumber Company. 


tion for the rehabilitation of a war- 
torn world.” The presentation was 
made at a luncheon held at the Wal- 
dorf-Astoria Hotel. With the award 
the Georgia-Pacific Educational Foun- 
dation presented a one thousand dollar 
scholarship which General Marshall 
placed with Virginia Military Insti- 
tute, Lexington, Va., for use by Cadet 
Irvin Samuel Perry. 

The Wedge Award is an annual 
presentation to the man or woman 
whose accomplishments in his line of 
duty are reflected in the betterment 
of industry and of mankind. The 
Award is presented by vote of the 
Executive Council of Georgia-Pacific 
Plywood & Lumber Co. acting upon 
the recommendation and _ selection 
made by the Wedge Award Committee. 
The members of the committee con- 
sist of Dr. Wilson Compton, president, 
The State College of Washington; 
U. S. Senator Walter F. George; Eric 
Johnston, president, Motion Picture 
Association of America, Inc.; Robert 
H. Matson, vice-president, The Na- 
tional City Bank of New York; Ernest 


E. Norris, president, Southern Railway 
System; E. A. Roberts, chairman, 
Waterman Steamship Corporation; 
and O. R. Cheatham, president, 
Georgia-Pacific Plywood & Lumber 
Co. 





Companies Announce 





Ervin F. Bartel has been appointed 
sales manager for Scott Lumber Com- 
pany, Inc., Vice-president Raymond 
H. Berry announced. Mr. Bartel’s 
long experience in the wholesale lum- 
ber business is directly in line with 
the company’s sales policy of mer- 
chandising its lumber entirely through 
wholesalers. 


George W. Dulaney, Jr. who cele- 
brated his 72nd birthday last June, 
has been ill for several months fol- 
lowing a coronary thrombosis. After 
two weeks in an oxygen tent and a 
third week at the hospital, he was 
taken home to an improvised hospital 
room. He is now making excellent 
progress toward recovery and hopes 
to be up and about within the next 
six weeks. Mr. Dulaney is board 
chairman of the Eclipse Lumber 
Company in Clinton, Iowa. 


Max L. Kuehnert was appointed 
vice-president of Purington Brick and 
Tile, Inc., Galesburg, Ill., according to 
an announcement by President R. L. 
Worcester. For the past three years 
Mr. Kuehnert served as_ executive 
secretary of Region 5— Structural 
Clay Products Institute, Chicago. He 
also has been secretary and program 
chairman of the Chicago Chapter of 
Producer’s Council. His new responsi- 
bilities are in line with the Purington 
program of plant expansion and prod- 
uct development. 


Charles E. Devlin of Tacoma was 
named general sales manager of the 
Simpson Logging Company, W. G. 
Reed, president, announced. Mr. Dev- 
lin, now managing director of the 
Douglas Fir Plywood Association with 
offices in Tacoma; is to assume charge 
of the Simpson sales organization 
about September 1. He succeeds R. E. 
“Bob” Seeley who resigned last May. 
Charles Devlin joined the Douglas Fir 





Plywood Association as director of 
publicity in 1938 and became manag- 
ing director in 1947. He previously 
was on the promotion staffs of the 
Spokane Spokesman-Review and the 
Des Moines, Iowa, Register & Tribune, 
The Simpson Logging Company has 
operated in Shelton, Wash., since 
1895. Plywood, lumber, doors and in- 
sulation board products manufactured 
in its Shelton and McCleary plants 
are sold nation-wide. The company 
also has timber and mill properties at 
Klamath, Calif. Sales offices are in 
the White Building in Seattle. Branch 
sales offices are in San Francisco, 
Los Angeles, St. Louis and New York 
City. 


John L. Blocher, formerly engaged 
in the investment banking business, 
will act as special representative for 
the H. E. Webster Lumber Company, 
1215 R. A. Long Bldg., Kansas City, 
Mo. He will handle Oak Flooring 
sales in the central west territory. 
A native of Kansas City, Mr. Blocher 
attended the University of Detroit, 
and later spent four and a half years 
as pilot with the Air Force serving 
part of that time in Alaska, and over- 
seas flying the hump from India to 
China. 


Edward Hurlburt has been named 
manager of consumer advertising, and 
Walter E. Schutz, manager of indus- 
trial advertising of the Power Tool 
Division of Rockwell Manufacturing 
Company, Robert P. Melius, Rock- 
well vice-president in charge of power 
tool sales, announced. The appoint- 
ment of Fran Hopp as assistant man- 
ager of industrial advertising was an- 
nounced at the same time. All will 
make their headquarters in Milwau- 
kee. The Power Tool Division markets 
Delta, Crescent, Multiplex and Delta- 
Homecraft wood and metal working 
tools manufactured by Rockwell. Mr. 
Hurlburt has been advertising man- 
ager of the Ritter Company, Roches- 
ter, N. Y., since 1942. Previously he 
was assistant advertising manager of 
the Taylor Instrument Companies of 
Rochester. He is one of the authors 
of the text book, “Practical Adver- 
tising Procedures,” and his advertising 
campaigns have won _ numerous 





YOU CAN 


with an 


EASILY MOUNTED 


Write for Catalog & Prices 


R-B ROLL-OFF TRUCK BODY 
Complete Beds Shipped KD 


and 


Reduce Delivery Costs 


SINCE 1918 


Speed up Deliveries 


Load and Unload a Load at a time 


T wo Minut es 
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The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 
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Seautijut RUBBER TILE 
at LOWEST PRICES! 


Distributorships available where we do not 
already have representation. Ists and 2nds 
available. 


Wire, write, phone (No. 1825) 


AMERICAN RUBBER CO. 


HUNTSVILLE, ALABAMA 











JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 





Dependable Quality 


(/ CAHABAS 
BRANO 
\ HARDWOOD , 
~ FLOORING Z 


HARDWOOD FLOORING 











'e = In straight cars or mixed with air 
oak dried Yellow Pine Boards and 
beeeh Dimension. Best of manufacture. 
Satisfaction that will bring you 

Pp ecan back for more. 


ash 6 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


| Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 
































C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 























PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
xctual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


jlue prints and specifications of every design are avail- 
ble from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
rs. 1 to 24 copies 20c each. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 


— 














Bu LDING Propucts MERCHANDISER 


ASK YOUR WHOLESALER 
FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 


W. M. McGowin Lumber Co. 





Pine Apple, Alabama 
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( Here's the one that 
WON'T SHRINK 


This-modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 








STICKS AND STAYS pit it WORKS BETTER. 
a H 


Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after DURHAM 
year.” What’s more, COMPANY 
Durham’s Rock- an Matnas 4 
Hard Water Putty lowa 
gives you by far the 

best profit-margin on 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


‘) DONALD 





Slaving Over 
Your Drawing Board 


Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 

















70 


awards, including a number of na- 
tional citations in the direct mail 
field. Mr. Schutz has been adver- 
tising manager of the Delta Manufac- 
turing Division of Rockwell for a num- 
ber of years. He has twice been 
president of the Milwaukee Industrial 
Marketers. 


Robert T. Blanks, Jr., who has 
joined the Aetna Steel Products Cor- 
poration as sales manager, was for- 
merly employed for nine years by the 
Byrne organization of Washington, 
D. C., development builders operating 
on an international scale. Spokesmen 
at Aetna’s executive offices, 61 Broad- 
way, New York 6, N. Y., disclosed that 
Mr. Blanks will travel throughout the 
United States contacting Aetna and 
Wollaeger representatives, as well as 
dealers. Aetna manufactures stand- 
ardized steel doors and frames for 





Handling Price 
Competition 
(Continued from page 38) 


very vulnerable point in the com- 
petitor’s products or services, but 
even then, never mention the com- 
petitor by name. Speak of him in 
mffionp 

general terms such as: “less well- 
known brands,” “other people,” etc. 
Under no circumstances should you 
praise a competitor. The best 
practice is not to mention him at 
all. Stick to your knitting and 
dwell on the plus values in your 
proposition. 


X. Sell Reputation, Responsibility, 

Continuous and Dependable Service 

These good qualities of your 
company are the strongest support 
for your price. 

If it should happen that your 
customer is not acquainted with 
your reputation for dependability, 
stress points like the number of 
years your company has been in 
business, the size of your invest- 
ment, contributions to local civic 
life and the historical record of 
community service. 

Back these statements with 
ample proofs. If you will fill your 
sales kit with several testimonials 
from satisfied customers and long 
lists of steady and satisfied cus- 
tomers to whom your prospect can 
refer, your competitive batting 
average will be near the top. 

It is true that you cannot make 
every sale on which you have an 
opportunity to quote a price, but if 
you are neglecting any of these 
price sustaining strategies, when 
you do lose sales to other lower 
prices, in 19 case out of 20 it 
will be because your salesmanship 
is poorer than the other fellows and 
nothing else. 
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housing units and are also fabricators 
of quality hollow metal products for 
schools, hospitals, office buildings, ete, 
The Wollaeger Steel Corporation, a 
division of Aetna Steel, manufactures 
interior metal trim products; metal 
baseboards, door and window trim, 
plaster casings, etc. 


Kimberly-Clark Corporation, Nee. 
nah, Wis., announces the appointment 
of F. I. Products Co., 331 First Fed. 
eral Bldg., St. Paul 1, Minn., whole- 
sale distributors of Kimsul insulation 
for the state of Minnesota and north- 
western counties of Wisconsin. In 
addition, the F. I. Products Co. branch 
in Fort Dodge, Iowa, will distribute 
Kimsul throughout northern Iowa. 
Fred Brandl is sales manager of F.]. 
Products Co., with headquarters at 
St. Paul. C. D. Williamson is man- 
ager of the Fort Dodge branch. 
Other lines now carried by F. I. 
products Co. include millwork, roofing, 
siding, plywoods, insulation boards, 
hardboards, rock wool and vermicu. 
lite. 


Phil Creden, of the Edward Hines 
Lumber Co., was named chairman of 
the publicity committee for the third 
annual Chicagoland Home and Home — 
Furnishings festival which will be 
held from September 11 to October 
10 under the sponsorship of the Home 
and Home Furnishings Council of 
Chicago Tribune. 


E. L. Saberson has retired from ac- 
tive service after 23 years. with 
Masonite Corporation. In that period, 
which began six weeks after the com- 
pany had started the production of 
hardboard September, 1926, Mr. Sa- 
berson rose from salesman to vice- 
president and a member of the board 
of directors. He was the second sales- 
man employed by the company. His 
territory included Wisconsin, Minne- 
sota and Iowa and parts of Illinois 
and Michigan. Mr. Saberson was 
brought to. the general offices in Chi- 
cago as assistant sales manager in 
1928 and he became sales manager 
in 1932. Seven years later he was 
elected vice-president in charge of 
merchandising. His election to the 
company’s board of directors followed 
in 1940. He has been advisor to Ev- 
gene Holland, president of Masonite, 
during the last year. Mr. Holland 
gave a dinner in honor of Mr. Saber- 
son at the Chicago Club August 1, 
which was attended by about 75 mem- 
bers of the Masonite staff. 


Tolbert F. Weaver, Jr., has been 
added to the sales staff of The Asbes- 
tos Company of Texas, John E. Bar- 
den, sales manager, announced. Mr. 
Weaver joined the firm on June 1 
Otis Massey, former mayor of Hous- 
ton, heads The Asbestos Company of 
Texas. The firm manufactures Mus- 
tang asbestos siding. 


H. E. Allen recently joined the 
Chicago division of the Zonolite Com- 
pany. His duties will involve assist- 
ing Zonolite’s Kentucky dealers with 
their sales efforts, and helping them 
to solve problems of construction and 





